Sites 


YY io 


Published 
Every Week 


»*! Telephone Forms 


4 
} 


Office Supplies « 


TELEPHONE 
Printers and Blank 
Book Manufacturers 


Write for Samples and 
Prices on 1. C. C. Forms 


FORT WAYNE BS 
>» PRINTING CO. 


FORT WAYNE, IND. 


Frank F. Fowle 
& Co. 


Electrical and 
Mechanical 


ENGINEERS 


221 North La Salle St., 
CHICAGO 


ACORN 
DROP WIRE 


For specifications (regarding 
Conductor, Insulation, Braid 
and Weatherproof Compound) 
refer to our fu'l-page advertise- 
ment on page 40 of Telephony’s 
1933 Directory or communicate 
with us. 


ACORN INSULATED WIRE COMPANY 
225 King Street 
BROOKLYN, N. Y. 


TELEPHONE AND 
TELEGRAPH WIRES 


<a 


Eascai 


TEL 
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hos afraid of th 
019, bad, . 


TREE INTERFERENCE and all the headaches that go 
along with line clearance or lack of clearance are 
pretty sad any way you figure them. 

If you are feeling rather “low” about it all, just 
sing out for a Davey representative. He will have 
some money-saving ideas that will help you in stretch- 


ing your budget. 
THE DAVEY TREE EXPERT CO., Kent, Ohio 


DAVEY TREE SURGEON'S 


In This Issue 


Get Ready. for the 
Hearing 

Kind of 
Want 

Te ae page 

What Operators Want to 
Know p 

R. F. C. Funds Available for 
Independents 

“Technology of the 
phone” Simplified 

From Inside the 
Looking Out 

Collections and Extension of 
Credit 

Here and There in Telephone 
Work 

Some Outside Plant 
tices 

What the Commissions Are 
Doing 

TELEPHONY’S Engineering 
Data 


Men Employers 


PHILLIPSDALE, RHODE ISLAND 
NEW YORK, 100 E. 4204 STREET 
CHICAGO, 80 NORTH WACKER DRIVE 
CINCINNATI, TRACTION BUILDING 


Condensed Telephone News.page 32 





Subscription 
$3.00 Per Year 


PERFECTED 


Telephone, Telegraph 


WIRE AND STRAND 


Produced in the 
Standard Reliable Brands 
“Extra BB,” “BB” and “Steel” 
AMERICAN STEEL & WIRE COMPANY 
Subsidiary of United States Steel Corporation 
208 S. La Salle Street 

Us CHICAGO, ILL. 


| — 7 KBURN 


or Nees 


NO-TANGLE 


PACKED 


POLE LINE MATERIAL 


Why do Oliver Gal- 
vanized Threadings 
fit so smoothly? 
Don’t ask how we 
3 do it—just remem- 
ber that the gal- 
vanized coating on 
Oliver Material is 
SMOOTH. 


II 
OLIVER |RON& STEEL CORPORATION 


PITTSBURGH,USA 


J. G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate 
Investiga- 
tions, Organization, and Oper- 


Surveys, Financial 


ation of Telephone Companies. 


3324 Bankers Bldg., Chicago 











Elapsed Time 
Records 





Every TOLL CALL 
is “‘well in hand” 


PRINTED 
TO THE SECOND 


To cut down the losses from overtime allowances on 
toll messages, a new model Calculagraph, No. 30, has 
been constructed which will print elapsed time to as 
small a division as one second. This model is equipped 
with a self-starting, synchronous motor for 60 cycle, and 
either 20 or 110 volts regulated, alternating current. The 
mechanism is so designed that it can be fitted to the 
Model 6 spring-driven Calculagraph at a reasonable cost. 


Sample imprints sent anywhere in the world on re- 
quest. Please state the serial numbers of Calculagraphs 
now in use in your exchange, and estimates for convert- 


ing them to the Model 30 will be provided. 


THE CALCULAGRAPH COMPANY 
50 Church Street Dept. 16 New York City 


CALCULAGRAPH 


THE ELAPSED TIME RECORDER 
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Solid One-Piece Metal Frame accu- 
rately machined, holds all parts per- 
manently in correct relative position. 


Electrodes located so as to give uni- 
formly high gravity pressure of carbon 
on electrodes at all positions of cup. 


5 Inner (auxiliary) Diaphragm of ex- 
tremely flexible, light weight, non- 


hygroscopic material. 


ss) 


The electrodes are placed in 
the carbon cup in such a way 
that they are subject to the 
uniformly high gravity pres- 
sure of carbon granules, at all 
positions of the cup, neces- 
sary for quiet operation. The 
inner diaphragm forms an un- 
usually flexible, non-hygro- 
scopic seal which insures quiet- 
ness by compensating for a 
wide variation of temperature 
changes. 





% 

The use of a specially formed, 
thin guage, light weight outer 
diaphragm, and an unusually 
light weight and flexible inner 
diaphragm in a coordinated 
design with many other new 
features, increases transmis- 
sion efhiciency so that the area 
served by a central energy 
exchange is enlarged by more 
than 40%. 
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X TRANSMI 


IN YOUR PRESENT 
HANDSETS 


Gives 40% more coverage area 
and more subscriber satisfaction... 


HE Stromberg-Carison Type X Transmitter is the result 

of years of experience in telephone and radio acoustics. 
It applies the conical shaped diaphragm of the radio speaker 
to a telephone transmitter. This shape permits an extremely 
light weight diaphragm, yet retains the rigidity necessary to 
allow the center to move as arigid unit. Annular corrugations 
near the outer edge give maximum flexibility so that greater 
movement is gained without increase of effort. 
This feature, together with other important developments 
such as silent operation, minimized orientation effect and per- 
fected articulation raise transmission efficiency a minimum 


of 6 decibels. 


The Stromberg-Carlson Type X Transmitter permits an in- 
creased coverage area of 40% without increase in central 
office equipment. It also enables the operating company to 
please critical subscribers because of the greater transmission 
efficiency it gives to their telephones. 

Order a sample. Test it under your most exacting require- 
ments. We’ll be satisfied with your verdict! 


Stromberg-Carlson Telephone Mfg. Co. 
Factory and General Offices : 
100 CARLSON ROAD, ROCHESTER, N.Y., U.S. A. 
Branch Offices : 
CHICAGO, KANSAS CITY, SAN FRANCISCO, LOS ANGELES, SEATTLE, 
FORONTO, ATLANTA 





WE DO OUR PART 


Anoular Corrugations of outer 
diaphragm give maximum flexi- 


bility where most effective. 


Conical Center of Outer Dia- 
phragm gives necessary stiffness 


to unusually light weight —low in- 
ertia — construction 





The shape and size of the car- 
bon chamber and the location 
f the electrodes are such that 
regardless of the position of 
the transmitter there is un- 
usually little change in re- 
sistance—far from enough to 
cause false operation of 
supervisory signals or to in- 
troduce noise. 






Po 
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The conical shape of the dia- 
phragm causes its center to 
move as a rigid unit with a 
piston motion. Annular cor- 
rugations near the outer edge 
give the maximum flexibility 
so that greater movement is 
gained with the same effort 
These features with numerous 
other features give improved 
articulation. 





tromberg 


MAKERS OF VOICE TRANSMISSION AND VOICE RECEPTION APPARATUS FOR MORE THAN THIRTY-FIVE YEARS 
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When communicating with Stromberg-Carlson Telephone Mfg. Co., please mention TELEPHONY 
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This 2-ton International Model A-4 Truck, with line construction body, 
is in the service of the Illinois Northern Utilities 
Company, at Dixon, Illinois. 


Get the Benefits of 


International 
QUALITY and SERVICE 


| Ee you have put International 
T 


rucks to work you cannot 
realize the savings they effect. They 
have an impressive record for econ- 
omy of operation and maintenance 
that is of vital interest to every user 
of trucks. 

International QUALITY and Inter- 
national SERVICE are responsible for 
this record. 

QUALITY is the guiding factor in 
International Truck engineering — 
and International manufacturing 
policy carefully guards the high 
standards that have been set up. A 
distinct feature in I mmenainaabeaih 
engines is replaceable cylinders which 
permit the replacement of cylinders 
without the expense of reboring or 
replacing the entire cylinder block. 
And of course hardened exhaust- 


INTERNATIONAL HARVESTER COMPANY 


OF AMERICA 
( Incorporated ) 


606 So. Michigan Ave. 





valve seat inserts are an International 
engine feature. They retard valve 
seat burning, engine efficiency is 
retained, and the valves seldom need 
grinding. 

International SERVICE faithfully 
protects International Trucks in 
their daily work. International Har- 
vester maintains 201 branches in 
the United States and Canada—the 
largest Company-owned truck service 
organization in the world—to render 
factory-standard service any time, 
any place. 

* %* * 
Before you make a decision on the 
purchase of trucks be sure to investigate 
Internationals and see them in action. 
The nearest Company-owned branch, or 
International Truck dealer, will give you 


complete information. Sizes range from 
Ya-ton to 7%2-ton. 





Chicago, Illinois 


INTERNATIONAL TRUCKS 


When communicating with International Harvester Co., please mention TELEPHONY. 


Vol. 106. No. 1. 





LOW-pPriced 


International 
Trucks 





%-ton 6-cylinder Model D-1 
(Pick-up and panel body available) 


$ for the 113-inch 
wheelbase chassis. 





1%-ton Model A-2 


$ for the 136-inch 
wheelbase chassis. 





T%-ton 6-cylinder Model B-3 


S for the 136-inch 
wheelbase chassis. 





2-ton 6-cylinder Model B-4 


for the 145-inch 
wheelbase 
chassis. 





PRICES F.O.B. FACTORY 
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THE 3 “PLUSES” 


KELLOGG SWITCHBOARD AND SUPPLY CO., Chicago 





YOU KEEP 





my SUBSCRIBERS 
) 





ON THE LIST 


" S one thing to get new subscribers on the list, 
and another thing to keep them there. If the 
phones you install do not have the kind of trans- 
mission and reception which please the users, 
your sales efforts have been wasted. 


The “keeper” is that quality in the pa 
which keeps subscribers sold. , 

The remarkable transmission 
and reception satisfy even the 
most critical user. With the 
new non-positional Master- 
phone transmitter, he can 
talk while lying down, bend- 
ing over, or standing on his 
head. The Masterphone 












does not go "dead" in any position or angle. 


The TRIAD balanced circuit gives perfect voice 
reproduction and volume without introducing 
that "lifeless" effect which is always so objec- 
tionable. The Masterphone eliminates com- 
plaints from side-tone and distortion, and makes 
: telephoning a pleasure. 


When you have once sold a 
prospect on telephone service, 
good transmission and recep- 
tion will keep him sold. 


Let the Masterphone be your 
“Keeper” of satisfied sub- 
scribers. 


Masicrphon€ 


at No Extaa Cost 





~ When communicating with Kellogg Switchboard & Supply Co., please mention TELL#HONY. 
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DOUBLE GALVANIZED 
TELEPHONE WIRE 


High in conductivity, uni- 
form, easy to string. 

Also hard drawn copper 
wire, interior telephone 
wire, lead encased cable. 


SAVE MATERIAL — SAVE TIME — ang eng NY 
PROVIDE SAFEST ANCHORAGE es Sy wee 


Write for new bulletin No. 1033 show- 
ing complete and improved line of 
Everstick Anchors and Pole Line Spe- 
cialties. All Everstick Anchors are 
made of Certified Malleable Iron 


—noted for rust resistance, great 


strength and long service. WwW 1 W E A N D Cc A B L E 



















Noe -ROOT TELEPHONE 
Switchboard Counter 


Counts the Calls:— enables you to 
take periodic counts; shows you the 






Everstick 3-Way Anchor. Everstick Base 

Built to withstand strains Plate with deep volume handled by each operator. _ 
of 100% over rated ribs, preventing ,¢% into permanent socket in the keyboard, 
capacity. distortion. " registers one for each press. 


Keeping count of calls handled daily 
means keeping informed on traffic ten- 
dencies — keeping ahead of service 
requirements. Send for circular. 


2 
ais NCORPORATED 
Noedo PROOTinconroe CONN, 


THE EVERSTICK ANCHOR CO. 


Main Office and Plant 
FAIRFIELD, IOWA 


TELERINE 


DOES THIS MEAN ANYTHING ? 


TELERINGS ARE IN 
OPERATION IN: 


43 States of the U. S. A. 
6 Provinces of Canada 
Alaska Mexico 





























Austral'a Newfoundland 
Brazil New Zealand P ° 
P ‘ = CE, SLEET.... miles of line 7; 
— can my down Wire stocks inade a 
England hilippines eres j ; be 
India Switzerland quate .... Rush shipments imper- Telephone 
a Trinidad, _ ative .... Then, look to Jobbers of Wire 
.W.I. : = : 
Italy Sasadiicien @rapo Galvanized Wire and Strand! and 
capen U. 8. Gov'm’t You can depend upon them in every Steel 
It must be a good ringing ma- emergency ....and, they in turn, s a 
chine o enjoy Ri = r - 
spread use in the fow years ‘it can depend upon us... . for, they tran 
has been on the market. know from long experience, that 
Size 12” x 9” x 5” a ORE a RUSH orders received by us in the 
ONLY ONE CONTACT Alternating Current to Tele- morning are shipped before night! 


phone Ringing Current. 





as Indiana Steel & Wire Co. 
POSITIVELY NO RADIO INTERFERENCE smpametemencaes 


Look for the Crapo Tag 


Trapo 


GALVANIZED RODUCTS 









Trial Orders Invited 


Price $44.00 F. O. B. Elyria 
Sold by Leading Telephone Distributors 


TELKOR, Inc., ELYRIA, OHIO 


Please mention TELEPHONY when communicating with its advertisers. 
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No date has been 
set for the hearing 
at Washington for 
further discussion of 
the NRA code for 
the te!ephone industry, but it is expected 
a definite time will be fixed in the near 
future. 

Meanwhile telephone companies should 
prepare detailed statements of assets aud 
liabilities, income, and expense accounts 
for the year 1933 so that the spokesmen 
for the United States Independent Tele- 
phone Association will have accurate, up- 
to-date information to sustain its claims 
that its member companies are entitled to 
modifications of the proposed code. 

This is vitally important to the interest 
of companies in the Independent group 
and should not be neglected. Whether a 
telephone company signed the President's 
Reemp!oyment Agreement or not, it should 
fill out the forms and return to the asso- 
ciation’s Chicago office promptly. 

Washington takes the position that every 
company in the industry will be subject to 
the code when it is finally adopted. It is, 
therefore, essential that the code be so 
framed as to recognize the requirements 
of the Independent group. To insure fair 


play being accorded them, companies 
should cooperate by supplying this neces- 
sary information at once. 

ok K * * 

In order to present an effective case, the 
telephone spokesmen must have facts to 
support their arguments. The association 
stresses the importance of companies fur- 


nishing data on the following three points: 


(1) Their 1933 business; (2) their 
total payments for wages in 1933, and (3) 
the additional menthly payments that 
would have been required had companies 
in the Independent group been compelled 
to follow the hour and wage schedules 
put into effect by the Bell System under 
the President’s agreement. 


* * * 


To review the negotiations at Washing- 
ton concerning the telephone code pro- 
ceedings, it will be recalled that the Presi- 
dent’s Reemployment Agreement was mod- 
ified for the Independent companies so 
that exchanges in Classes 1, 2, 3 and 4 
were granted a 40-hour-week schedule and 
the following minimum weekly wage scale 
for employes receiving less than $35 per 
week: In Class 1, $15.00; Class 2, $14.50; 
Class 3, $14.00, and Class 4, $13.00. 

In Classes 5 and 6 Independent com- 
panies were allowed to adopt a 48-hour- 
week schedule except in exchanges where 
not more than two operators were on duty 
at the board at any one time. In these 
exempted exchanges no hour schedules 
were required, beyond the condition that 
the normal work week that was in effect 
July 1, 1933, should be continued. 

The Bell agreement. for Classes 5 and 6 
prescribed a 40-hour-wee’- .chedule, with 
the same exceptions for their smaller com- 
panies employing not more than two oper- 


ators on the board at any one time. 


In the temporary 


GET READY FOR THE CODE HEARING-- “*"<°ment ts 
COMMUNICATION PLANS 


modified President’s 
Reemployme nt 
\greement Inde 
pendent companies were to increase wages 
of employes in Class 5 by 20 per cent over 
the amount paid July 1, 1933, and in Class 
6 to increase wages 10 per cent over the 
amount paid on that date provided that a 
wage in excess of $12.00 per week was not 
required in either class. 
* * * * 

On account of operating conditions, the 
representatives of the Independent com- 
panies have .contended that they are en- 
titled to material modifications of the pro- 
posed code that will apply to Bell com- 
panies. 

In their discussions with the NRA au- 
thorities, the spokesmen for the Independ- 
ent group maintained that their companies 
cannot afford to pay the additional wages 
that would be demanded were they to 
operate on the 40-hour-week schedule and 
the $12.00 minimum wage of the Bell 
companies in Class 5. 

The same contention was made with re 
gard to the 40-hour-week schedule and 
the 20 per cent increase in wages applying 
to the, Bell companies in Class 6 exchanges. 
This, by the way, would mean an addi- 
tional 10 per cent increase for those com- 
panies which, under the President’s Re- 
employment Agreement, had raised wages 
10 per cent on September 1. 


. 2. 


It is to enable their representatives to 


make an effective showing along these 
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lines that Independent companies are 
urged to supply data relative to their 1933 
operations as soon as possible. 

The balance sheet as of December 31, 
1933, should report telephone plant, ma- 
terials and supplies and cash on hand, 
amount due from subscribers and agents 
and other asset items. In the liabilities 
column should be reported capital stock, 
bonds outstanding, owner's investment (if 


and 


payable, depreciation reserve, surplus, and 


not a corporation), notes accounts 
other liability items. 

The report to be sent to the association 
should also show income and expense for 
1933, including subscribers’ rentals, serv- 
ice statistics, toll revenues and _ miscel- 
laneous income from all of which should 
be deducted the uncollectibles. 

Expense items will inciude depreciation 
charges, maintenance, traffic, general and 
commercial, taxes, etc. In reporting toll 
revenues, only the net amount retained by 
the company should be listed. 


x * * * 

An important question to be answered 
is: “How much greater would your ex- 
penses have been in 1933 had you had the 
Bell code hours and wages in effect all 
year?” Information is also desired as to 
how this expense would have been dis- 
tributed as to maintenance, traffic and gen- 
eral departments ? 

Companies should also report the num- 
ber of Class 5 


changes having more than two operators 


exchanges, Class 6 ex- 


on duty at any one time, and the number 


of Class 6 exchanges exempt from hour 


TELEPHONY 


schedules because of not having more 
than two operators. 

The report also should show the number 
of telephones in service on December 31, 
1932, and December 31, 1933, and the num- 
ber of switched stations on these dates. 

Emphasis is laid on the statement that 
if telephone companies expect their repre- 
sentatives to fight their battles for them 
at Washington, they should cooperate by 
sending in this information promptly. 
The Communications Commission. 

Since the publication of the preliminary 
report by the Department of Commerce 
Committee regarding a new commission 
to regulate telephone, telegraph and radio, 
there has been wide discussion of the pos- 
sibility of the government action in con- 
nection therewith. Most press comment 
is opposed to either government owner- 
ship or to extended control. 

President F. B. MacKinnon of the Unit- 
ed States Independent Telephone Associ- 
ation, who is in close touch with the situ- 
ation, has issued a statement, which says 
in part: 

“Firstly: We are of the opinion that 
legislation will be enacted which will pro- 
vide for a communications commission that 
will have jurisdiction over telephone, tele- 
graph and radio. - 

Secondly: We do not believe this leg- 
islation will provide for monopoly in any 
one of the lines of communication, except 
that it will probably give the commission 
authority to authorize mergers. This au- 
thority probably will be similar to that 


now given the Interstate Commerce Com- 


Vol. 106. No. 1. 
mission in connection with telephone 
mergers. 

Thirdly: We believe the basis of the 


report and the pressure back of it comes 
from the desire of the telegraph com- 
panies to merge, and from the desire of 
the owners of transatlantic radio and cable 
The 


companies tried unsuccessfully to obtain 


corporations to merge. telegraph 
from Congress last spring, legislation that 
would permit their merger. 

One of the proposals of the ‘Couzens 
Bill’ 


legislation to enable the International Tele- 


(under consideration in 1930) was 
phone & Telegraph Corp. to acquire the 
transatlantic stations of the Radio Corp. 
At that time, the Western 
Union company opposed this transatlantic 


of America. 


merger. Under present business conditions, 
their viewpoint may have changed, and 
they may be giving present proposals their 
backing. 

No doubt bills 


Congress, immediately after it convenes 


will be introduced in 
on January 3, and we will be confronted 
with legislation for a communications 
commission. 

Whatever may be the grounds for the 
merging of telegraph and cable companies, 
which will create monopolies in those lines 
of communication, we see no reason what- 
ever for additional legislation for the tele- 
phone industry. I believe that all the In- 
dependent companies should join in op- 
posing any procedure that will disturb the 
Independent group, either directly or in- 
directly. This will be the position of this 


association.” Independents will approve this. 


Kind of Men Employers Want 


At This Season of Stock-Taking, an Inventory of the Human Element Is Not 
Out of Place—More Care Is Being Used in Selection of Workers for Every 
Kind of Job —Some Helpful Suggestions for Getting 


Did you ever try this experiment? 

Fill a jar with ordinary beans. In the 
bottom, put one or more big fellows. Then 
close the top of the jar and shake vio- 
lently. What happens? 

When you stop shaking you will find 
that your bigger beans have all found 
their way to the top! You can turn the 
jar over, and shake again—and the same 
thing will happen! No matter where you 
put them, no matter how hard you shake 
them, the big fellows will always reach 
the top; the little ones get pushed down 
to the bottom. 


By Otto K. Henry 


To those who are ready for bigger jobs, 
a shake-up like the one taking place now 
in business means just that—a shake-up! 
To the others, it means a shake-down 
from their secure position to a lower level. 
For the past few years, business has been 
having a shake-up. Many a man, whom 
chance or “pull” had put at the top of the 
heap, has been shaken down to the place 
for which his abilities fit him. But where 
hard times meant disaster to him, to 
others it has spelt opportunity. 

Times like these give a man a chance 
to show what is in him. If he really has 


Ahead in Your Work 


something on the ball, now is his oppor- 
tunity to make a reputation. If he hasn’t, 
he is ruthlessly pushed aside to make way 
for someone who has. And the men who 
are doing the pushing—the ones who are 
reaching the top or climbing in that direc- 
tion—are those who are fitting themselves 
for the bigger jobs by learning the better 
ways to do their work and the jobs ahead 
of them. 

A friend of mine contends that the great 
majority of workers are round pegs in 
square holes. He ought to know, because 
he’s manager of an employment agency 
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placing thousands of men every year. But 
analysis shows that what he really means 
is that most workers are in the right line, 
but that they have not taken the time to 
keep themselves informed as to the details 
of their work. 

They have been content to go along from 
day to day in the same old beaten track, 
drawing the same old pay check, without 
a thought of personal advancement or im- 
provement. “We can 
get a job anywhere for a man, if he is 
fitted for the work.” And he defines fit- 
ness as composed of “training, experience 
and personality.” 


This manager says: 


To some extent, training and experience 
mean about the same thing, because both 
indicate special knowledge of 
line of work. 


a certain 
As generally used, however, 
training stands for theoretical knowledge 
or “book learning” such as you would get 
irom study, or from reading trade papers; 
while experience stands for practical 
knowledge or skill, such as you would get 
by working on the job. 

Perhaps the proper values of both train- 
ing and experience are most easily pre- 
sented in the form of an algebraic equa- 
tion, thus: 

(Ability x Training) + Experience = Ef- 
ficiency. 

To clear the equation, you must first 
multiply (develop) your natural ability by 
training (study), and then add experience, 
in order to obtain the desired result—ef- 
ficiency. And like all algebraic formulas, 
this gives you the shortest cut to the 
correct solution to your problem. 

The man who depends either on train- 
ing or experience alone is only half-pre- 
pared for the work he wants to do. He 
may be the best-trained or most experienced 
in his line, but he would be more valuable 
if his knowledge were better balanced. Both 
theory and practice—training and experi- 
ence—have their place in fitting you for a 
good job. Lack of either will make you 
lopsided. 

The higher you go, or want to go, the 
more important becomes training or theo- 
retical knowledge. Knowledge gained by 
experience is foundation knowledge; the 
amount of knowledge you gain by study 
determines the height and stability of the 
structure upon that foundation. 

Practical men do not take readily to 
book study. They are better accustomed to 
learn by doing rather than by thinking; 
and often they never have learned how to 
study. It is not- that they are slow or 
stupid, but that they have never been 
taught to appreciate the value of the thor- 
ough training gained by combining actual 
work and study. But present-day efficiency 
in any line demands this two-fold training. 

Training, or theoretical knowledge, might 
be called the word-of-mouth evidence of 
men who have been over the ‘ground be- 
fore you. They tell you what to do or 
not to do, just as your boss might give 
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COMING CONVENTIONS 

Minnesota Telephone Association, 
Hotel Radisson, Minneapolis, January 
23, 24 and 25. 

Nebraska Telephone Association, Ho- 
tel Paxton, Omaha, February 13 and 14. 

Iowa Independent Telephone Asso- 
ciation, Hotel Fort Des Moines, Des 
Moines, February 21 and 22. 

Oklahoma Utilities Association, Ho- 
tel Mayo, Tulsa, March 6 and 7. 





you instructions for tackling a new job. Ili 
you are traveling a strange road, you 
may waste time, and perhaps become com- 
pletely lost, if you disregard the sign posts 
set up for your guidance. So any man will 
waste time and effort if he depends upon 
experience alone. 

Many important features of your work 
can be best learned by actual study. In- 
deed, study is the basis of your working 
ability: of the subjects taught in the 
grade, in high school, in college and in 
business, many may appear to have no 
bearing on your work—but they all have 
contributed to your fitness for the job. 
And wherever your actual schooling ends, 
it leaves something for you to learn by 
additional study. 

Never permit yourself to put aside your 
books and say: “Now I can quit studying, 
because I know it all.” No man ever 
masters all there is to know about any 
line of work; and each addition you make 
to your general fund of information makes 
you that much better fitted 
job. 


for a good 

All men gain experience from their daily 
work, so that all workers have some de- 
gree of experience. Comparatively few 
men possess training, because study re- 
quires extra work. The result is that those 
possessing training and 
ahead faster and farther. 

It would take learn by 
experience what can be learned in months 
by study. Your studies will save you 
many wasted hours and bitter disappoint- 
ments by warning you against the mis- 
takes of men who have traveled the road 
before you, and pointing out the short-cuts 
discovered by them. 

Study also enables you to get a knowl- 
edge of the job ahead, while experience 
fits you for only the job in hand. In- 
deed, the more experienced you become 
at your present job, the more likely you 
are to be kept at it because of your skill. 
Only through study can you learn to apply 
your experience to the problems of the job 
ahead, so that you will be ready to step 
into the better job when it becomes vacant. 

So I say to you: If you want to get 
ahead, cultivate the habit of studying your 
job and the one ahead of you. Spare 
neither time nor effort to obtain the very 
best practical and theoretical knowledge of 
your line of work. 


experience go 


one years to 
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Experience is applied knowledge. 
neither be 


It can 
Only time 
of opportunity can give 
you experience; but no amount of hard 
luck or hard knocks can take it away from 
you, once you have acquired it. 
to you 


faked nor forced. 
and abundance 


It comes 
the result of your 
daily routine; but it will come much more 
quickly, and be much more valuable, if 


unsought, as 


you grasp each opportunity to try out in 
actual practice the new ideas gained from 
study. 

Continued experience gives you the skill 
that makes you an expert, so that your 
head and hand work together on a given 
task almost automatically. Long experi- 
ence enables us to perform practically the 
same task hour after hour at high speed 
without making a mistake. You can afford 
to spend years getting experience, provided 
you are at the same time learning how to 
make the broadest possible use of it when 
you get it. 

But no matter what your training and 
experience may be; no matter how well 
you can perform your particular job, and 
no matter your field of 
knowledge may be—your success will ulti- 
mately depend largely upon your person- 
ality. 


how extensive 


Personality might be called the outward 
expression of our true selves; a sign board, 
advertising to the world what we are and 
what we can be. And appearances are 
deceitful limited extent. In 
general, the world will take our advertise- 
ment as a statement of facts and judge 
us accordingly. 


to only a 


Fortunately it is possible to cultivate a 
pleasing personality, because the impression 
we make depends so much upon our gen- 
eral appearance and our attitude 
others. But be 


toward 
Don’t try to 
cover up bad habits—replace them with 
good ones. Actually make yourself over, 
The result will be well worth 


sincere. 


if necessary. 
the trouble. 

But work from the inside out—get right 
with yourself before you try to get right 
with others. Make your pleasing person- 
ality the true expression of a man who 
possesses most of the desirable character- 
istics and few of the undesirable ones. 

Following is a list of chaiacteristics 
which go to make up personality. You 
will find yourself already the possessor 
of many of these desirable characteristics ; 
but do not overlook any suggestions, how- 
ever trivial they may appear. You are 
trying to perfect a pleasing personality 
that will stand you in good stead every day 
of your life. Be honest in your self-analy- 
sis. A fault confessed is already half 
corrected. 

Keep YoursetF CLEAN: If you are an 
office man, you will be expected to keep 
yourself clean, both to make a good ap- 
pearance before your company’s customers, 
and to avoid being offensive to your fellow- 
workers. If you are a shop or field 
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“Quiet, please?” 


“Quiet, please?” 


made and it worked like a charm. 
example, “That noisy Hetty Stone. 


than a hard day’s work. 


off duty? 





the ground floor, its windows facing an alley. 


the corner of the switchboard which was jammed up against the railing. 
my story has to do with the “Whoop and Holler” days of operators. 

My impression of the operators on duty, the first time I walked into the operating room, was greatly influenced by 
the sight of a row of potted geraniums on the window sills. 


the other hand, noisy unnatural things are wearisome. 


I like the following quotation because it is restful: 


Let us learn to work quietly as our Creator works. 


QUIET, PLEASE? 
By Miss Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, Des Moines, lowa 


Those words recall to memory a small office which I visited a few years ago. It was located on 


One day when we were making considerable progress in bringing our voices down from the ceiling, one of the oper- 
ators remarked: “Now that we have all lowered our voices it is wearisome to have the noisy public come back here. 
What could be done to make them know they don’t need to talk so loud to us?” 
they had talked to the customers.) However, I had been turning over the same problem in my mind for several days. 
How I longed to say it to the noisy customers, when the operators, with difficulty, were trying to 
hear their subscribers. How could we make these noisy subscribers understand, without telling them, that we could give 
better service if they would lower their voices? 

Then I thought of the “Quiet, please” signs hung in sleeping cars and in hospitals. Why not have one made and 
placed in such a manner that it would be the first thing customers saw when they opened the door? Well, we had one 
However, one operator, not convinced that it would work on all people, gave as an 
Wait until she bursts in on us.” 

One day soon after, we heard Hetty out in the commercial office and soon she came noisily down the hall. She threw 
open the door with a bang—and then all was quiet. 
pered: “Hello, girls, get Ma for me at Hocum, please?” 

I have told you my “Quiet Please” experience for a purpose. 


Such a dreary little place to work nine-hour tricks. The commercial of- 
fice faced the front street. Customers who wanted to use toll service reached the operating room by coming down a nar- 
row dark hall, opening off the commercial office. The operators never saw the customer until he poked his head around 


But they never failed to hear him. Of course 


Such a seemingly little thing told me that these noisy oper- 
ators were going to be glad to have me there and would be easily trained. 


Finally, she peeked around the corner of the switchboard and whis- 


Many of our offices are rather running on their reputa- 
tion of other days. Those other days, although not very distant, seem far away because of the long depression between 
then and now. It has occurred to me that it would be well for us to check up on ourselves. Let us think of the effect of 
quietness in our daily living and the effect of noisiness. 

Quiet natural things are stimulating. Is it not true that we work with less difficulty in a quiet operating room? On 
Some of these things are very trivial taken by themselves but when 
combined with other unnatural things—for example, dropping plugs, slamming doors and jangling headsets—weary us more 


“The silence surged softly backward when the plunging hoofs 
were gone.” One can almost feel the soft surge of silence filling the street after the noisy clatter of hoofs fade away 
in the distance, especially at night. What a soothing change! Have you ever felt that way after a noisy operator goes 
Suppose He rolled the sun along its route with a noisy clatter ; 
caused the moon and stars to appear in the sky with a noisy “pop!” What a lesson in quietness He sets before us daily. 
Let us give thoughtful attention to His lesson in quietness. 


(They had soon forgotten how loud 








worker, it may be impossible to keep clean 
while on the job; but that’s all the more 
reason why you should clean up during off 
hours. 

Dress NEATLY AND SvuitasBty: The 
manual worker dresses with regard to de- 
cency and self-protection, and not with 
the idea of making a good appearance; 
in order to work with full efficiency, he 
must disregard his clothes, because dirt 
and grease are inevitable. 

For the man who holds a “white collar” 
job, custom makes suitable clothes as es- 
sential as training. Good clothes will not 
hold the job for you; but in many in- 
stances you can’t hold the job without good 
clothes. 

Watcu Your Step: The manner in 
which you walk and carry your head and 
shoulders has much to do with the impres- 
sion you make on others. If you lounge 
or shuffle along, you give the impression 
of being lazy or careless; if you swagger 


along with your hat on one ear and your 
chin up, you'll be set down as a “bully”— 
and neither type makes a desirable em- 
ploye. 

Learn to walk with your head up, your 
shoulders back, and a free, swinging stride. 
“A man’s steps match his thoughts,” and 
you can’t afford to have it said that your 
step indicates laziness, indecision, and lack 
of purpose. 

CuttivaATteE Goop MANNERS: The 
“roughneck” is limited to jobs in which 
brute strength is the chief requirement, 
for the higher you go in position and pay, 
the more essential you will find good man- 
ners. It will not lessen your manhood to 
be courteous to others, to try not to of- 
fend them by your words and acts, and 
generally to conduct yourself so as to 
show your respect for yourself and others. 

Guarp Your SpeecH: It is largely up 
to you how you talk, so long as you make 
yourself understood; but incorrect or pro- 


fane language will often bar you from 
a very desirable position. Even if the 
employer or boss may habitually talk incor- 
rectly or profanely, he usually prefers men 
who speak more carefully than he does. 

Incorrect speech is due more to careless- 
ness than to lack of knowledge. Any man 
who has finished the eighth, or grammar, 
grade in school has had sufficient training 
in English and rhetoric to enable him to 
speak with average correctness, if he will 
watch his speech. The persons with whom 
he is associated also influence his speech. 

Have CONFIDENCE IN YOURSELF: The 
personnel manager of a large corporation 
tells me that “stage fright” handicaps fully 
50 per cent of those who come under his 
observation. That is to say: every othe: 
man brings about his own turndown be- 
cause he is too embarrassed to make a 
favorable impression. 

If you are easily embarrassed, try to 
get out among people, and learn to hold 
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up your end of a conversation. Extend 
your circle of acquaintances to include men 
who are far enough ahead of you in posi- 
tion, etc., that you will have to keep your 
wits about you when talking to them. 
Make it a practice to talk of your work, 
so that it will become easy to talk con- 
vincingly about what you are doing, and 
what you would like to do. People will 
like to hear you talk if you have something 
to say. 

Wear A Smite: The grouch is not 
wanted, even in a vinegar factory. The 
man who persists in looking on the dark 
side, becomes a nuisance to himself and his 
fellow workers. A cheerful disposition and 
a ready smile will lighten your work and 
gain you the wholehearted cooperation so 
essential to your advancement. 

Employers place a high value on cheer- 
fulness: to them it means that the worker 
is satisfied, interested and, therefore, effi- 
cient. If you are “sore on your job,” quit 
as soon as you can; but while you are tak- 
ing your employer’s money, do your work 
as though you liked it. 

Learn to “Get ALONG” wiTH OTHERS: 
The Western Electric Co. has 20,000 per- 
sons on its payroll. To work so many em- 
ployes at their maximum efficiency, it must 
have a minimum of friction between de- 
partments and individuals. With it, person- 
ality is the first requirement—and the char- 
acteristic most desired is compatibility, the 
ability to “get along” with other workers. 

The trouble-hunter, the bully with a chip 
on his shoulder, the fellow who is always 
ready for a scrap or argument, can never 
hope to be anything better than boss of a 
labor gang. He’s unwelcome anywhere, 
because he’s usually too busy 
trouble to do his work. 

The type of man desired is one who can 
rub against his fellow workers with just 
enough friction to wear down his own 
rough edges and make him fit into their 
ways, just as you fit an automobile valve 
for duty by grinding it into place. By 
making yourself a smoothly-working part 
of the whole organization, you can come 
pretty near making yourself indispensable. 

Give Honest Service: No man will 
knowingly employ a thief; and a worker 
who must be watched is no better than a 
thief. Whatever your job, you can devise 
ways to “loaf on the job” if you want to. 
Foremen, chief clerks, etc., are not paid to 
watch you, but to tell you what to do and 
how to do it. 

You are stealing your employer’s time 
when you are habitually late coming to 
work, when you are careless or idle on the 
job, when you deliberately disobey orders. 
It is no excuse to say that you are under- 
paid or overworked. By accepting the job, 
you agree to do certain work at a certain 
salary; if you are dissatisfied with your 
bargain, the only honorable course is to 
quit. 

Now I realize that I have piled up a 
formidable list of “Do’s” and “Don'ts,” but 


hunting 
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Im merely calling your attention to exist- 
ing facts. I did not make these rules; in 
fact, no one man made them. They have 
grown up through the years, as the result 
of the experience of thousands of employ- 
ers and hundreds of thousands of employes. 

It is not obligatory for you to follow any 
of these suggestions; you're entirely your 
own boss in the matter. 
this: 


But remember 
these suggestions show you very 
definitely the kind of men employers want; 
and the nearer you come to their ideals, the 
nearer you come to the bigger and better 
job ahead of you. 

And, after all, have I made a single sug- 
gestion which, if carried to the limit, would 
lessen your ability as a worker or make 
you any less a man? 


Telephone Strike in Madrid, Spain, 
Aided Marriages. 

A strike at the Spanish National Tele- 
phone Co., subsidiary of the International 
Telephone & Telegraph Corp., more than 
a year-and-a-half ago, has resulted in over 
a hundred marriages, according to a recent 
news dispatch from Madrid. 


1] 


When the strike broke out, 200 police- 
men were sent to guard the company’s sky- 
scraper in the heart of the business district 
in Madrid. The organization turned over 
rooms in the building to men where they 
could rest. Various faithful employes who 
did not wish to face the strikers in the 
streets, also were given rooms. This im- 
provised hotel resulted in friendships be- 
tween the police and a number of the 
telephone operators. 

The strike ended many months ago but 
the police still are stationed at the tele- 
phone building. Their stay, however, has 
been marked by a hundred or more mar- 
riages of their companions to telephone 
operators and other employes. 


Minnesota Telephone  Associa- 
tion’s Convention Next Month. 
Secretary J. C. Crowley, Jr., of St. Paul, 

Minn., announces that the Minnesota Tele- 

phone Association will hold its 

convention at the 


annual 

Min- 
Tuesday, Wednesday and 
Thursday, January 23, 24 and 25. Details 
of the program will be given out later. 


Radisson hotel, 
neapolis, on 


What Operators Want to Know 


Proper Posture Essential in Rendering Pleasing Telephone Ser- 
vice to Customers—lIncorrect Posture Is Unsightly, Causes 
Fatigue and Erases Smile From Operator's Voice—No. 132 


By Mrs. Mayme WorkKMAN, 
Traffic Supervisor, The Illinois Telephone Association, Springfield, III. 


Query No. 2, in this week’s series of ques- 
tions, is: “What is the proper sitting posi- 
tion for an operator?” 

To be properly seated, the operator’s 
chair should be so adjusted that her lap 
just clears the keyboard. This will gen- 
erally bring the elbows just above the top 
of the keyboard and permit the arms to 
swing over it, without the need of any 
lifting effort at the shoulders, which is apt 
to be tiring. In this position, the operator 
will find the work of establishing connec- 
tions easier as she has a better reach both 
upwards and to either side. 

An operator should always sit erect in 
her chair with her feet resting squarely 
on the foot rail or chair rung, with her 
back resting against the back support of 
the chair, which should be in a parallel 
position with the board. 

Perhaps some operators who read this 
will say: “I would like to see anyone sit 
in that position on our chairs!” And the 
sad part of it is, their statement is true. 
We still have a few exchanges with chairs 
that look as if they were rescued from 
Noah’s Ark; sway-backed, broken or miss- 
ing rungs and parts of the chair wired 
together to keep it from falling apart. 

To render telephone service in an efficient 
and pleasing manner, operators must be 
comfortably seated. If the proper type of 
chairs have been provided, it is the re- 
sponsibility of the supervisors and the chief 


operator to see that the operators always 
sit in the proper position. 

Incorrect posture undermines the opera- 
tor’s energy, causes an unnecessary strain 
or certain organs of the body, nerves 
suffer, muscles tire, the voice loses its 
smile, and the operator becomes premature- 
ly tired. Naturally all of these things are 
reflected in the service rendered to the cus- 
tomer. 

What could be a more pleasing sight to 
anyone in a supervisory position than op- 
erators seated at the switchboard in the 
proper position? But one operator, slumped 
in her chair, can spoil the effect of all the 
other operators who are seated with the 
correct posture. 

Questions from Illinois Operators. 

1. Should the toll center operator or the 

tributary operator give the report to 

the customer placing the call? 

What is the proper sitting position for 

an operator? 

3. When a tributary operator passes a 
call to a toll center from a pay station, 
is it necessary to ask for charges? 


nN 


4. Is there a fixed charge on messenger 
calls? 


on 


A cut-off occurs during conversation 
after a WH has been passed and accept- 
ed. Is it necessary to make a notation 
on the WH report ticket? 
For answers to these questions from real 
Illinois operators, please turn to page 12. 








R. F.C. Funds Available For Independents 


United States Association Announces Financing Plan for Independent Operating 
Group Whereby Funds May Be Obtained for Purchasing Switchboard Equip- 
ment, Materials, for Construction of Buildings and Rehabilitation of Plants 


The United States Independent Telephone 
letter to member com- 


panies under date of January 2, announces 


Association, in a 


a financing organization, which will be able 
to arrange to meet the financial needs of 
the Independent operating telephone com- 
panies for the purchases of equipment, ma- 
terials and supplies, construction of build- 
ings and the rehabilitation of plants. 

Eventually the association hopes that it 
will be able to carry on the handling of 
all types of financing required by the Inde- 
pendent operating companies. At present 
the financing is limited to the purchases of 
new equipment and supplies and rehabili- 
tation of plant and a part of the loan may 
be used to pay off matured and maturing 
bank loans. 

The United States Independent Telephone 
Association, in its letter, which is signed 
by President F. B. MacKinnon, to mem- 
ber companies announcing the financing or- 
ganization, says: 

“Tt has been apparent for some time that 
a finance company should be formed under 
the sponsorship of this association that 
would enable our member companies to 
secure money with which to purchase new 
equipment and supplies and pay off matured 
and maturing bank loans. Under condi- 
tions prevailing since the closing of banks 
in March, it has been practically impos- 
sible for any company to negotiate a loan 
for these purposes. 

The association tried to work out a plan 
through private sources which would en- 
able our companies to function satisfac- 
torily. This, it was impossible to do— 
the only source of money for loans being 
the Reconstruction Finance Corp. 

In September of last year, the Recon- 
struction Finance Corp. decided to make 
loans to mortgage-loan companies, which 


were provided for under the amended 
R.F.C. act. A ‘mortgage-loan company,’ 
as defined by the R.F.C. in its 
No. 11, issued in September, is: ‘a corpo- 
ration having power to make loans secured 


Circular 


by either real estate or chattel mortgages, 
including loans for industries, the principal 
business of which is the making of such 
loans.’ 

The R.F.C. stated further that it would 
not make loans to a one-party company ; 
that is, a company which has been organ- 
ized by a single borrower to meet its own 
The R.F.C. stated further: ‘Where 
new mortgage-loan companies are organ- 
ized, it is suggested that where practicable 
they be organized as community or trade 
enterprises.’ 

In the beginning, the R.F.C. would not 


needs. 


make loans except where the money would 
be spent so as to create employment. This 
prevented the use of any part of the loan 
for the debts. The R.F.C. 
has enlarged the purposes and now will 


payment of 


permit a loan, a part of which goes to pay 
off bank loans and the other part to the 
purchase of equipment, which will create 
employment. 

With the R.F.C.’s procedure so modified 
as to meet the needs of our group, the 
next problem was to secure the necessary 
capital for the mortgage-loan company, as 
under the R.F.C. rules the loan-company 
must carry one-fifth of the loan. 
of our manufacturing 


Several 
companies have 
agreed to supply the necessary capital for 
the mortgage-loan company. 

Another problem to be solved was the 
securing of an experienced banker with 
some knowledge of the telephone business, 
to handle the mortgage-loan company and 
conduct its business with the R.F.C. through 
one of the R.F.C. district offices. 

Arrangements were made with J. W. Perry 
(formerly president of the Commerce Trust 
Co. of Kansas City, and recently connected 
with Theodore Gary & Co.) to act as presi- 
dent of the loan*company, which has been 
organized as the ‘Union Mortgage-Loan 
Co.’ Offices will be maintained in Kansas 
City and Chicago. The Chicago cffice will 
be at the association’s office—19 South La 
Salle St.—until such a time as it may be 
necessary to establish a separate office. 

It is the desire of the association, which 





Answers to the Traffic Questions 
Presented on Page 11. 

1. If it is the practice for the toll center 
operator to with the 
tributary subscriber the report should 
be given to the subscriber by the toll 
center operator. 


deal directly 


2 See the introduction to this set of ques- 
tions and answers. 

3. The tributary operator should pass the 
call as originating at a pay station. It 
is not necessary to ask for charges. 

4. If this question refers to the message 
rate on the call, practically all tele- 
phone companies are now using the 
person-to-person rate on messenger 
calls. If the question refers to the 
charge made by the telegraph company 
for sending the messenger, there is no 
universal fixed charge. In some in- 
stances the rate is based upon the dis- 
tance from the telegraph office to the 
address given for the called party. 

5 No. 
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will have representatives on the board of 
mortgage-loan company, 
and it is the desire of the mortgage-loan 
company, to make this a financing organiza- 
tion for the Independent group; which com- 
pany will be able to arrange to meet the 
financial needs of the Independent operat- 
ing companies for purchases of equipment, 
material and supplies, construction of build- 
ings, and the rehabilitation of plants. 

It is our hope that eventually we will be 
able to carry 


directors of the 


on the handling of all types 
of finances needed by the operating com- 
pany. At present, we do not want it un- 
derstood as offering to finance loans, no 
part of which is to be used for the pur- 
chase of equipment or supplies or the build- 
ing of buildings. 

We are hoping that the R.F.C. act will 
not only be continued in effect with the 
coming session of Congress, but the pow- 
ers of the R.F.C. will be so enlarged that 
we will be able to obtain all kinds of finan- 
cial assistance that 
need. 

In order to show to the R.F.C. and Con- 
gress just what our companies do need, we 
desire, as soon as possible, to have a state- 


our companies may 


ment from those companies desiring loans, 
showing the amount of the 
and the purpose for 


needed 
which it is desired. 
Please let us know promptly what your 
needs are, so that we may in turn advise 
the R.F.C.; and so that our Union Mort- 
gage-Loan Co. may function as fast as 
possible in your behalf. 
We consider that the 


loan 


organization of 
this mortgage-loan company and the pos- 
sibilities for assistance to our companies 
which it has in view, will be of inesti- 
mable value to the Independent telephone 
companies. 

We ask your cooperation for the loan 
company, which will send you a special 
letter on its own behalf, outlining more 
fully the object and procedure.” 

Some Causes for Slow Telephone 
Development in India. 

According to a recent report, India, with 
a population of approximately 355,000,000, 
has only 57,000 telephones in use, or one to 
6,250 of its people. Even for the 30,000,- 
000 inhabitants presumably able to afford 
a telephone, this gives only one instrument 
tc 526 persons. 

Among the reasons for this backward- 
ness, apart from the small earnings of the 
masses of the people, are the 220 separate 
and mutually unintelligible languages in In- 
dia and the fact that only 10 per cent of 
the population’s urban. 
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“Mighty is the Motor—Mighty is the Voice” TELEVISIONS 


The roar of motors will never cease. 





Telephones and motor cars are our personal en- 
gines of speech and travel. Here we have two of 
the seven wonders of the modern world. 


“The voice world includes also the talkies. and 
radio networks. And Television, the great human 
miracle, will enable you to be in two places at one 
and the same time. Your double will appear at 
the far end of the wire channel to add individual- 
ism to the power of your voice. 





Can motor cars, power craft, airplanes or Zeppe- 
lins ‘outnoise’ the unseen voice world? 


“No—the hubbub of voices will never be stilled.” 














All Rights Reserved by the author, Albert Rebman, New York Telephone Co., Buffalo, N. Y. 


“Technology of the Telephone” Simplified 


New Idea for Presenting to Telephone Employes the ‘““Technology of the Tele- 
phone” in Simplified Form by Use of Motor-World Pictures, Each Carrying 
Its Telephone Message—‘‘Televisions’’ to Appear Each Week in TELEPHONY 


By Stanley R. Edwards ‘ 

Telephone people are continually seeking be presented regularly which will interest, situation and the results which followed. 
ideas to utilize in making clear to the it is believed, every telephone employe, Generally speaking, we all know infi- 
public and to fellow workers in other de- from the president and manager down nitely more of the motor world than of the 
partments the “Technology of the Tele- through commercial and accounting offices, telephone world. Therefore, a series of 
phone.” An idea has been developed by a __ traffic and maintenance departments to the motor-world pictures, with a word de- 
telephone engineer which seemingly has  troubleman and lineman. scription of the telephone thought conveyed 
great potentialities as an educational influ- These “Televisions,” as they have been by each motor picture, should stimulate 
ence, not only for telephone employes designated, are based upon the fact that interest and furnish a background of 
themselves but also for use by them in much of our knowledge is gained by com- worthwhile telephone knowledge. Such 
their contacts with the public. parison. In fact, much reasoning is car- knowledge, properly used, should make it 


Commencing with this issue of _ ried to conclusion entirely by considering possible for the customer and the telephone 
TELEPHONY a series of “Televisions” will a question with reference to some similar employe to better understand each other. 





“Mighty is the Motor—Mighty is the Voice” TELEVISIONS 





“The family car is our second home. 


“Dinnertime in Sweden finds the portable home telephone 
plugged-in for telephone calls, right at the table. That’s 
when I park the car in the driveway near the dining room 
window. 





“During an evening at home, the Swedish family takes the 
same telephone into the living room; and at that time, we 
prefer to have the family car parked at the curb for instant 
service. 





“At night, I do not rest well unless the car is safe in the 
garage. but my Swedish friend takes his portable telephone 
to bed, so as to enjoy care-free slumber.” 





eee nade What is home life, social life, or business life without our 
w ae vid be te universal telephone service? 
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Chis series of motor-world pictures, 
each carrying its telephone message, has 
heen tried out among telephone employes in 
different departments with gratifying re- 
sults. The public contact value of the se- 
ries will be obvious as the “Televisions”’ 
are published. Telephone people will 
realize more clearly that their telephone 
world is not alone fascinating but furnishes 
a service that is worth a great deal more 
to the customer than he pays for it. 

The first sale has a magical effect on a 
telephone employe. To stimulate and sus- 
tain this new spirit is the real aim of this 
picture series, which have been designated 
as “Televisions.” 


They convey iniormation, explanations of 


TELEPHONY 


Rebman, New York Telephone Co., Buf- 
falo, N. Y., was one of the instructors in 
the Buffalo plant group organized follow- 
ing the transmission 
He sincerely regretted that 
the course could not be extended to all 
telephone employes—and the thought of 
how this might be done remained upper- 
most in his mind for a long time. 


conclusion of the 
school course. 


Finally, a picture of the traffic towers 
along Fifth Avenue, New York City, sug- 
gested the idea that the traffic officers in 
those towers could actually prevent traffic 
jams and other motor grief by properly 
flashing the lights. Preventive mainte- 
nance was at that time just beginning to 
receive serious consideration; and this pro- 


Vol. 106. No. 1. 


earth” form of telephone publicity gave 
the author the idea of having a slogan and 
adapting the “Televisions” 
Now 


with a 


to public ser- 
each of the “Televisions” 

motor headline and then 
switches, in an off-hand way, to the heart 


vice. 
Starts 


of the telephone message that the motor 
picture suggests. 

Particular notice of the closing para- 
graph of each should be taken, and it 
should be remembered that the unusual 
pictures were gathered during the past 
eight years. 

On one of the closing pages of Herbert 
N. Casson’s book, “The History of the 
published in 1910, appears 
this: “Nothing that science can say will 


Telephone,” 








“Mighty is the Motor—Mighty is the Voice’ 





landing. 


TELEVISIONS 


The flying world mourns a forced airplane 


“The airplane of the ‘unseen’ telephone world 
is the uncanny ‘voice repeater.’ This costly 
unit of equipment has glowing tubes for wings 
and is carefully balanced against the copper 
wires that guide your words through space.” 


In the voice world, as in the airplane world, 
the Fates sometimes conspire to destroy bal- 
ance. An unbalanced telephone repeater soon 
reaches the “singing point” and is then out of 
control. Your operator will, as a rule, adjust 
the unbalance before more than a few words 
have been lost. 


“You can be sure of a ‘happy landing’ when 
using the long distance telephone.” 
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telephone equipment, apparatus and terms, 
and suggest ideas in language that every 
one can understand. Thus every one en- 
gaged in telephone work, regardless of its 
nature, will find in these Televisions some- 
thing helpful to them, either directly or 
indirectly in their contacts with the public. 

The “Televisions” 
the Bell 
which was first offered to selected engi- 
neers about ten years ago. 


idea Was inspired by 
System’s transmission course, 
The intensive 
study of telephone design, engineering and 
operation created such enthusiasm among 
those who take the 
course, that they became more than anxious 
to give out any facts which those, with 
whom they came in contact, might be able 
to absorb. 


were privileged to 


The last day of the first transmission 
school held in New York City, N. Y., was 
devoted to a detailed discussion of a pro- 
posed simplified course for plant employes 
of practical experience. It was obvious 
that the simplified course could not be of- 
fered to traffic, commercial or accounting 
people, for the mathematics proved to be 
troublesome for the average plant man to 
master. 

The author of 


“Televisions,” Albert 


gram, it flashed into his mind, could be 
compared to the benefits of traffic control 
in the motor world. 

Since that time, some eight years ago, 
series has been devel- 
oped and expanded, until now 


the “Televisions” 
it covers 
practically the entire field of 
technology.” 


“telephone 
Each picture and its message 
have considerable technical background but 
no mathematics of any kind. As the series 
unfolded, the various sections were indexed 
by sub-divisions corresponding to the Bell 
System transmission course as given in the 
school, such as: 


Voice World Motor World 
“Design of Plant vs. Built-In Features.” 
“Plant Force vs. Police Power.” 
“Wire Ways vs. Highways.” 
“Telephone Interference vs. Automotive 
Hazards.” 

“Economic Selection vs. Dollar Value.” 
“Transmission Design vs. Engineering.” 
“Trouble Prevention vs. Service 
Assurance.” 

“Repeater Stations vs. Landing Fields.” 


Soon it was found that all departments 
of the telephone company, and even out- 
siders, could partake of this picture series. 

The public contact value of this “down-to- 


Buffalo, N. Y. 


ever decrease the marvel of a long dis- 
tance conversation, and there may come 
in the future an Interpreter who will put 
it before our eyes.” 

At the time this was written, there were 
few automobiles. Airplanes were just on 
the horizon. There were no telephone re- 
peaters and there were no radio networks. 
All of these have come since, and the long 
distance telephone now almost spans the 
world. The “Televisions” endeavor to act 
as an interpreter, so may be the fulfillment 
of Casson’s thought. 

A live-wire plant man at Buffalo—who 
has pioneered several public relations’ ideas 
and years ago outlawed the word “Sub- 
scriber” in favor of “Customer’’—analyzed 
a few of the “Televisions,” after hearing 
of them via the grape-vine route. He com- 
mented enthusiastically on the public con- 
tact value of each, and then said to their 
author : 

“You know, Al, I heard of your pic- 
ture series more than once, but I had no 
idea they could be so full of dynamite.” 

So, in presenting this series of “Tele- 
visions,” TELEPHONY hopes that any dyna- 
mite blasts which may result will be bene- 
ficial to the industry. 
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From Inside the Exchange Looking Out 


Telephone Employes Must Become Sales-Minded in Order to Attain Aim of 
Telephone Industry: To Give Good Service at All Times—The Traffic Depart- 
ment’s Part in Selling—Address Before Traffic Conference at lowa Convention 


Traffic 


To the ordinary individual, and most of 
us are such, theories are of little value un- 
less they are practical. Generally speak- 
ing, I believe that people are turning to the 
more practical side of life. Possibly we 
have been traveling at such a speed that 
we have forgotten one of the practical 
issues of life: “that we are our brother’s 
keeper.” No one lives unto himself alone. 
Whether we realize it or not our every act 
has some influence upon some individual. 

As an industrial organization is made up 
of individuals, each act of the individual 
reflects credit or discredit upon the in- 
dustry. Just as the individual has some 
influence upon others, in like manner does 
the individual industry. The past year or 
two has made us stop and think and, in 
taking time to think, we have a clearer 
vision of what lies before us. 

Looking Ahead. 

As the life we live, the work we do, and 
the attitude we display toward others, de- 
termine our outlook on life as an individ- 
ual, the same holds true as an industry. No 
one who consistently looks on the dark 
side of things can see life in its true color. 
The clouds of adversity have been hanging 
low, but back of every cloud is a silver 
lining. 

Going back in Bible history, the follow- 
ing words of that great teacher and mis- 
sionary, Paul, spoken so many years ago, 
apply appropriately to the present situa- 
tion: “Forgetting the things that are past, 
let us press forward toward that mark of 
the high calling.” How true that is to- 
day! Let us look backward only insofar 
Let us 
press forward to the calling which lies be- 
fore us as an industry. 


as it helps us to look forward. 


Persimmons and tomatoes are approxi- 
mately the same color, but frost makes per- 
simmons sweet and mellow while it turns 
tomatoes to unwholesome bitterness. Peo- 
ple are like that. 
sweetens and mellows one type of human 
being while it embitters and 
others. 


The frost of experience 


hardens 
Into which class do we, as indi- 
viduals and as an industry, fall? Are we 
going to let the frost of depression make 
us bitter, or are we going to be optimistic 
and let it sweeten and mellow our indus- 
trial life? 

As an industry, we are a large spoke in 
this mammoth industrial wheel. Let us 
term it the “Wheel of Time.” -The “Wheel 
of Time” moves forward always; never 
backward. We are on the inside of this 
wheel looking out upon a world of unrest 


Supervisor, lowa State Telephone Co., 


By Clara M. Strike, 


and criticism; a world whose faith has 
been shaken. 

As citizens of this great country we are 
vitally interested in the outcome of eco- 
nomic conditions. In what better way can 
we express our patriotism and loyalty than 
by faithfully performing our daily tasks; 
thus, helping to build up our industrial 
spoke ? 

Everything reverts to the practical side 
of the question. If we can best serve our 
company and our country by faithfully 
performing our daily tasks, we must re- 
alize what are our tasks. All of the spokes 
in the wheel have difficulties with which 
to contend. The road is rough and full of 
stones, the load is hard to pull. However, 
through hard work and faithfulness we 
shall solve our problems and, eventually, 
obstacles will be removed. 

The ultimate aim of our industry is to 
produce a unique commodity, which js 
Service. Beginning with the telephone in- 
dustry in its infancy and _ following it 
through the years, we find that neither time 
nor money has been spared to produce the 
highest quality of service. The industry has 
kept pace with the times. 

Aim of Industry: Good Service. 

It has always been our aim to give good 
service. We have reached the point 
where we must look out from this 
industrial wheel and tell the world 
why they need this service. In other 
words, we must become sales-minded. Some- 
one has stated that “more sales and fewer 
disconnects is the only constructive pre- 
scription for our present difficulties. Sales 
methods must be kept efficient and we must 
have our sales machinery oiled and ready 
to march along in the van of returning 
business prosperity, which is monthly get- 
ting closer.” 

Possibly some of us have been thinking 
that it is the other fellow’s job to seil 
service. If so, we are mistaken, for this 
is one of the new duties which the chang- 
ing times have produced. Who knows 
what hidden possibilities lie therein? 

To illustrate, the story is told of a king 
who enjoyed riding in his chariot along a 
quiet country road. Many of his nobles 
followed the example of their ruler and 
One day a 
targe rock lay in the wheel track for the 
chariot. The way was narrow and the 
chariot had to bump over this rock. 

The nobles looked with contempt upon 
the rock and the rude farmers who let the 
road become spoiled for their comfortable 


1 


rode along the same road. 


wn 


Vewton, lowa 


riding. The farmers looked with contempt 
upon the rock and the idle nobles, saying 
that only the king and the nobles used the 
road, so these carefree riders should have 
it removed. 

The king later issued a summons for his 
nobles and the farmers to meet on the 
road where the rock was located. The 
nobles were confident the king would rep- 
rimand the farmers for permitting the 
rock to remain in the road. The crowd 
waited for the king to arrive, dividing their 
attention between the rock in the road and 
the direction from which their ruler would 
arrive. 

The king rode up to the rock, left his 
chariot and with his hands removed the 
Beneath was a 
rich treasure that the king had purposeiy 
concealed there for the person who would 
remove the rock. The 


rock from the highway. 


nobles and the 
farmers were chagrined, feeling contempti- 
ble. 

When this large rock of “selling service” 
appeared in our smooth wheel track, no 
doubt many of us looked upon it with con- 
tempt, saying: “That is a job for the 
sales department. They are the ones who 
travel this road daily and it is up to thein 
to remove the obstacle.” 

The road is narrow and we cannot drive 
around it. We must either bump along 
over this rock each day, or remove it from 
our pathway. The employes who have 
gone out of their way to remove this rock 
have found a treasure beneath. 

They have not only benefited the indus- 
try financially, but they have discovered 
hidden abilities concealed therein. They 
have caught the vision and are striving to 
make this spoke stronger in order that the 
industrial wheel may move forward a little 
faster. 

Operators’ Part in Selling. 

To some extent the selling of service has 
always had a definite plan in our industry, 
but to the most of us it is a new project. 
Each department is equally responsible for 
its success; however, it is to the traf- 
fic department that we shall confine our 
thoughts. Our highest aim is to continue 
giving the good service we have been 
trained to give, and to develop this new 
phase of our work. 

From an operating standpoint we are 
thoroughly equipped to give the best 
service. Now that a new line of develop- 
ment has revealed itself, I have every 
reason to believe that the traffic depart- 
ment will not be found lacking. 
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In order to become good salesmen there 
are certain requisites we must acquire: We 
must believe in the company that produces 
the product; we must have a thorough un- 
derstanding of the different parts of which 
the product is composed; we must know 
why this particular commodity is indis- 
pensable to the public. 

To have a thorough understanding of the 
different parts of this commodity lies in 
our own desire for knowledge. Telephone 
service is the product we are selling ; there- 
fore, we must have a clear conception of 
just what it is comprised. 
that we, 


It is essential 
as operators, acquire all of the 
knowledge available as to correct operating 
practices; that we adhere to the three 
principles so necessary to good operating, 
namely: courtesy, accuracy, and speed; 
that we have the right attitude toward our 
fellow workers. Aside from these impor- 
tant items, we must realize that our ob- 
fulfilled 
when our allotted number of hours is com- 


pleted. 


ligation to our company is not 


As previously stated, our every act has 
some influence upon We 
have only to look about us and see how 
this demonstrated. The operator 
who is always patient, thoughtful, cour- 
teous, and kind, who never loses an oppor- 
tunity’ for constructive service, is the em- 
ploye who is helping to pave the way for 
sales service. 


someone else. 


fact is 


In the January 14, 1933, issue of TELEPH- 
ony the subject, “You, Your Company, and 
Your Public,” so ably discussed by E. R. 
Cogswell, portrays a vivid picture of this 
philosophy. To those who have not read 
it, be sure and read it; to those who have 
read it, read it again. 

It shows how our acts may either harm 
or benefit our company. 
might be 


Thoughtlessly, we 
indifferent toward a customer, 
only to realize, too late, that our attitude 
has reacted upon our standing in the com- 
munity. One act in itself may seem trivial 
but, duplicated by many employes, it soon 
builds up a barrier which is difficult to 
overcome. 

We are all interested in our industry and 
believe in it. We are thoroughly versed in 
the principles of good service, which make 
up the solid foundation. Now we must 
be prepared to step out from our industrial 
chariot and prove to the public that our 
product is a necessity. I do not deny that 
there are obstacles to remove. Many rocks 
Nevertheless, it is 
mastering of difficult tasks which makes 
us individually and industrially stronger. 

We are looking out upon a public that 
is economy-minded. With unemployment 
and decrease in salaries, their attention has 
been focused upon reducing expenses. To 
economize means to avoid waste and ex- 


appear in our pathway. 


travagance; therefore, let us not miscon- 
strue the meaning. There is a vast differ- 
ence between economy and the false econ- 


omy practiced by so many. The telephone 
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Spare Time Turned to Advantage. 


The use of idle time by shortened 
hours of work presents an opportunity 
for advancing one’s education and learn- 
ing. This increased knowledge will be 
of inestimable value as years go by. The 
greatest value of knowledge is the self- 
confidence a person feels in his ability 
to do the job. 

It takes a lot of determination and 
will power to make use of spare time 
for self-advancement, for there is keen 
competition here also among things to 
occupy this time. The urge for im- 
provement, however, is one of the char- 
acteristics which make up the successful 
person; and by success is not meant 
merely material gain but also the ability 
to appreciate more things in life. 

A better understanding of many things 
makes for balance in the individual. 
Nothing is so pitiful and costly as ignor- 
ance.—E. R. Hannibal, vice-president 
and general manager, West Coast Tele- 
phone Co., Everett, Wash. 





seems to be classed as an economy issue, 
when it rightfully belongs in the necessity 
column. 

Let us not spend too much time in retro- 
spection, but rather resort to introspection, 
which will give us the proper prospectus 
Have we, as individuals, examined ourselves 
tc make certain that we are prepared to 
tell the different prospects why they cannot 
afford to be without telephone service? 

Looking out from our industrial position 
we see: the farmer to whom the telephone 
is an absolute necessity ; the merchant who 
cannot carry on his business without ade- 
quate telephone facilities; the doctor who 
would be practically isolated if it were not 
for the telephone; the factory worker 
whose employer is able to keep in touch 
with him by means of the telephone; the 
housewife who, in her domestic realm, 
feels secure in that the telephone affords 
protection in cases of emergency, pleasure 
from a social standpoint, and effects a sav- 
ing of time and energy in carrying on her 
work. 

Some people say that their automobile 
can take the place of the telephone, but 
how utterly useless is the automobile under 
certain conditions. For example, a farmer 
and his two sons each owned a car. One 
day the mother was taken so seriously ill 
that the husband could not leave her alone. 
Both sons were in the field working. There 
were three automobiles on the place, but, 
as the husband said: “What would I have 
done without my telephone?” 

What can take the place of the telephone 
in alleviating worry and anxiety when 
some emergency arises? The following in- 
cident visualizes the real worth of a tele- 
phone in an emergency and where no 
other commodity could take its place: 
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A man was driving from Omaha, Neb., 
to his home in Huron, S. D., when a se- 
vere snow storm arose. Upon reaching 
Mitchell he was informed that the roads 
were still passable and that he could reach 
Huron. 
from Huron the road 
became so drifted that it was impossible to 


go any farther. 


About six miles 
He had to leave his auto- 
mobile in the road and walk to the nearest 
farm The had become so 
drifted that one could not get through even 
with a team. 


house. snow 
This farm home had a tele- 
phone, so the man was able to notify his 
family that he was safe but would have 
to remain all night where he was. 

In just this one instance was not the 
telephone worth more than an automobile, 
a radio, or any other commodity we might 
mention? Each of us can recall any num- 
ber of instances where the telephone has 
saved lives and property in case of fire and 
other catastrophes. 

As employes of this great industry we 
must look out upon our individual commu- 
nities. We know the conditions that pre- 
meet them. The 
grass is no greener on the other side of the 
fence. Therefore, we must apply our 
knowledge and ability right where we are, 
and set out to do a better job. By faith- 
fully performing our individual duties we 
are helping the other fellow and, conse- 
quently, helping the industry as a whole. 

The men higher up in all industries have 
the greater burdens to bear. They are 
striving to devise methods whereby their 
industries may carry on efficiently and eco- 
nomically. The least we can do is to re- 
solve that we will do all in our power to 
help the fellow above whose responsibilities 
are greater, whose duties are more exact- 
ing, whose planning is more important, 
whose vision has a wider range, whose 
time is in greater demand, and upon whose 
shoulders greater burden. We 
should resolve to do this whether we are 
at the bottom of the ladder or higher up. 
In doing this faithfully and ungrudgingly 
we will be most likely to help ourselves. 


vail and how best to 


rests a 


Long Distance Line Now Open in 
South Africa. 

The telephone service between the Un- 
ion and Southern and Northern Rhodesia 
is now open. The line runs.via Pieters- 
burg, Messina, Bulawayo, and Salisbury. 
From Pretoria to Bulawayo the distance 
is 601 miles, to Salisbury 900 miles, to 
Livingstone 888 miles, and to Lusaka and 
Broken Hill 1,268 miles. 

To Bulawayo the day rate is 8s. for 
three minutes, and after 7 p. m., 5s. 6d.; 
and to Livingstone and Salisbury, lls. 
and 8s. 

Other trunk extensions are nearing com- 
pletion, especially between Johannesburg 
and Capetown, and it is hoped soon to 
have an almost instantaneous trunk 
vice. 


ser- 
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NY SMALL EXCHANGE 
Can Profit By The Use 
Of Strowger Equipment 


No longer need the small exchange owner stop to consider 
whether automatic switching equipment will fit his conditions. 
The modern line of Strowger C-A-X's and R-C-X's cover the 


small exchange field completely. 


No matter what the conditions of operation are, no matter 
what rate structure is in effect, no matter whether the line con- 
struction is metallic or grounded, there is a Strowger unit that will 
fit those conditions perfectly, providing better service and 


greater earnings than has ever before been possible. 


The experience of our engineering staff is at the disposal of 
any telephone manager who wishes to study the application of 


these new, simplified, low cost units to his exchanges. 


AMERICAN AUTOMATIC ELECTRIC 
SALES COMPANY 








When communicating with American Automatic Electric Sales Co.. please mention TBLBPHONY 
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operating man whose small exchanges have been 
ically "in the red," this may sound too good to be 
we offer as evidence the fact that for eighteen 
frowger equipment has been the dominant factor in 
ing service and increasing earnings in small ex- 
. And we offer, too, the fact that 1933—a year of 
dented caution and economy—has been the out- 





year in that line of development. 


the C-A-X and R-C-X furnish better service and have The Strowger C-A-X 

gearning ability than any other type of small exchange atl say tdiialina las ili ia itll iii 
gent. Service is better because in both cases connec- tions are controlled by dials on the subscribers’ tele- 
fe set up by automatic switches, which are uniformly phones, and which furnishes the highest type of full 


‘ ‘ automatic service. C-A-X's are available for use 
#4 accurate and reliable. Earnings are greater because : 
with local battery or central battery telephones and 


pe will completely eliminate local traffic expense. for grounded or metallic lines. 

er, however, in their method of operation, and, to 

tent, in their field of application, as indicated in the The Strowger R-C-X 
scriptions at the right. 


— is an automatic switching unit which provides for 
the operation of a small exchange by remote con- 


o matte hat ti diti _ th i 
8S gal eg ae acon gv gin ages RE trol from a distant point. Like the C-A-X, it cancels 


bwger unit which will render better service at a profit. Send us 


Hacts and figures about your property, and we shall be glad to local traffic expense completely. The R-C-X is spe- 
mit recommendations as to the most suitable type of equipment cially desirable where the investment must be kept 
pour needs. down to a very low point. 
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As supplier of private branch exchange facilities, every 
telephone company is a logical source of all code signaling 
equipment used to supplement these facilities in its territory. 
The Autelco Code Call Machine, illustrated above, permits tele- 
phone companies to offer, on a rental or resale basis, a thor- 
oughly modern and up-to-date code signaling service. With 
this service, P-B-X operators can quickly and conveniently locate 
people who are not at their accustomed places. 


The Autelco Code Call Machine is a compact, simple, 
portable device which not only meets every code signaling re- 
quirement in the private exchange field, but also represents 
definite advances in design and in method of operation over 
machines formerly available. Every telephone company is urged 
to order at least one of these machines as a demonstration unit 
—to show its business subscribers just how it operates and what 
it can accomplish for them. 


Details of this new revenue producer are con- 
tained in Circular 4051, copies of which will be 
gladly furnished on request. 


AMERICAN AUTOMATIC ELECTRIC 
SALES COMPANY 


A Profit-Making Service 
For Your P. B. X. Users 
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Collections and Extension of Credit 


Certain Collection Routine Essential But Judgment Required in Application 
of Details—Some Suggestions to Improve Collections—Extension of Credit— 
Address at Convention of Independent Telephone Association of Washington 


Commercial Superintendent, Interstate 


There is no good way to collect a bad 
account; the only hope is to keep them 
from getting bad. Often, I am told by 
people in other lines on endeavor: “You 
have no collection problems, but you just 
cut ’em off.” But it isn’t as simple as that. 

Three years ago we, of the Interstate 
Telephone Co., took a great deal of pride 
in our showing on collections. Our motto 
was: “An average of 95 and nobody below 
90.” But things have changed and we 
have had to make many adjustments in 
order to accommodate ourselves to the 
new order of things. 

We have not accepted these adjustments 
as permanent, but we realize that the 
patient must be given a different treatment 
—something to improve his circulation. It 
is like the doctor who took his young son 
into his study and after closing the door 
said: “Now young man, what have you 
to say for yourself?” 

To which the lad replied, “Well, Dad, 
how about a little local anesthetic?” It 
must be a case of painless extraction. 

It must be borne in mind, too, that the 
entire world is on edge; that we are all 
sensitive to the sometimes harsh rules of 
the business world. And yet, we must re- 
alize that we cannot accept every excuse 
that is offered; that we must at least in- 
sist that we are given a break with other 
business concerns in the division of limited 
funds. 

A Collection Routine. 

In an organization of any size there 
must be a certain routine to insure the or- 
derly handling of the work and its coor- 
dination with that of the other depart- 
ments. But a collection routine worked 
out to the last detail and followed out 
without variation, will defeat its own ends 
and destroy all responsibility and initiative 
in your workers. 

To those of our subscribers who come 
in or mail in their checks regularly, we 
are grateful; but of the rest that have to 
be collected, each one becomes a separate 
problem. It is no job for a man or woman 
with a rubber-stamp brain. 

Like most telephone companies that do 
their billing monthly, our accounts are due 
on the first of each month. We make 
every effort to have our bills in the mail 
so that they will be in the subscribers’ 
hands the morning of the first of the 
month. We find our collections are ham- 
pered if the bills are delayed until the 
second or third of the month. Accounts 


By A. H. McConnell, 


then become delinquent on the tenth, and 
work should be commenced on 
once. 


them at 
In fact, we regard any time as open 
season on accounts carrying a previous bal- 
ance. 

Collecting by Telephone. 

Most of our requests for payment are 
made by telephone, and we find this 
method is productive of the best results. 
A system of form letters becomes trite and 
the letters lose their force after the second 
month, no matter how good they were to 
start with. There is a lot of psychology 
connected with these requests for payment 
that go over the wires, and this should 
not be overlooked. I like to sit where I 
am not seen and listen in. 
cellent ideas that I pass 
others. 

Occasionally, I am asked for a form of 
approach for these calls. While I prefer 
to have each cashier or agent put her 
own personality into the work, when asked, 
I usually give them something like this, as 
a starter: 

“Good morning, Mr. Smith, this is the 
telephone company. We have not received 
your check this month. Will you send it 
in today?” 

The idea is to keep in control of the 
conversation until request has been made 
for payment at a definite time. 
tive answer is received, we 


I get some ex- 
along to the 


If a nega- 
should ask: 
“When may we expect it?” 

Try to get a definite promise for a defi- 
nite date. Make a note of it and do not 
fail to check up to see if this promise has 
been redeemed. If not, call again and re- 
mind him. Insist that all promises be kept. 

A great deal depends upon the wording 
of your request. At one exchange where 
several people work on collections, I no- 
ticed that everyone said: “I was wonder- 
ing if you could mail us a check today.” 
Never go into the field of speculation. 
Some of them will be uncertain the best 
you can do; but it isn’t up to you to sug- 
gest that they cannot pay. They will do 
that. 

It is also well to have a different person 
call occasionally. A new voice, a different 
“line,” sometimes works wonders. 

Another thing: A great deal depends 
upon the way you have your subscribers 
trained. At many exchanges there are 
groups of customers who expect someone 
to call and pick up their checks; and who, 
either from neglect or sheer perversity, 
never bring or mail their remittances to the 
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Telephone Co., Spokane, 


Wash. 


And yet I know of one 
woman who always stands well: up in her 


office. young 
class, who has never made a personal col- 
lection. 

Last month at one of our smaller ex- 
changes there was an account that was 
troublesome and I had given it some atten- 
tion. One day I noticed it was paid but 
Upon 
inquiry, the agent told me that our sub- 
scriber was packing up to leave, “so I took 
the marshal and went over and collected.” 


that service had been discontinued. 


We all have customers who object to 
being called, and these sometimes present 
disagreeable problems. If the situation be- 
comes too acute, we resort to the more 
drastic method of mailing a disconnect 
notice. 

Collection Letters. 

Formerly these consisted of a _ rather 
elaborate letter in which we peddled a lot 
ot “boloney” about how good the man’s 
credit was and how we felt sure it was an 
oversight. Our present notices are short, 
although courteous and businesslike, and 
state facts. We pick out the old offenders 
and carry out our promises. Occasionally 
we write letters, and these sometimes bring 
results. 

You may be familiar with the church 
which had difficulty collecting the pledges 
from its members. Finally, they elected a 
He sent out some letters 
and many of them paid. He sent out some 
more and they all paid except one; after a 
third letter this one came across. Not 
long afterward this last man had lunch 
with the pastor. 

“I notice you have a new treasurer,” he 
said. 


new treasurer. 


“Yes,” answered the minister. 

“He’s quite a letter writer,” persisted the 
man. 

“Yes?” inquired the minister. 

“Yes, indeed, but his spelling is bad. I 
think you ought to speak to him about 
i”? 

“How’s that?” 

“He spells skunk with a ‘c’ and puts 
two ‘ss’ in lousy!” 

We try to be circumspect in our choice 
of words and careful of the orthography. 

The amount of credit to which a man is 
entitled depends entirely upon the man. His 
credit is based upon the same elements as 
it would be if we were in the mercantile 
business. Telephone accounts, as a rule, 
however, are so small that we cannot afford 
to spend much time on them—either in 
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preparing, handling or collecting—or we 
will lose, even if we collect them in full. 
We have all, of course, extended more 
credit during the past three years than we 
would during normal times. To begin 
with, we had to if we expected to continue 
in business. Then let us hope that most 
telephone men were in sympathy with the 
farmers and business men and were dis- 
posed to do their part in carrying the bur- 
den that was inevitably the lot of all of us. 
Our write-offs have been heavy, but | 
that taken 


when the balance is on the other 


believe that much of will be 
care of 
side of the ledger. 

We have had to be careful and must still 
be cautious in the extension of credit. A 
bank } 
non-payment by people who never had a 
cent in a bank in their liyes. And here 


failure has served as an excuse for 


again we find it necessary to exercise our 
best judgment and to chart every person 
and his account according to past record 
and present performance. 

When the bank holiday was declared, we 
with the rest without 
But the next month we began 
to bear down and in May out of some 44 


took our medicine 


complaint. 
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32 gains. 
place 
not tact. 


not be 


exchanzes, showed substantial 
The collection department is no 
who has 


should 


tor a man or 


“The 
confined to the 


woman 


voice with a smile” 


switchboard; it is even 
more counter. 
Your company profits or loses to the same 
that your 
cashier dispenses to your customers. You 
get paid back in your own coin—and some- 
times it is inflated. 

Not long ago I attended a meeting of 
railroad men and I heard a story which I 
think illustrates my point pretty well. At 
the station the conductor and the engineer 
had had some little altercation, but when 


essential at the collection 


degree in the same medium 


the time came to pull out, the conductor 
gave him the “high ball’ and swung onto 
the train. As he came down the aisle, a 
little gray-haired lady stopped him and 
“Young man, what did you mean 
when you held up two fingers and waved 
your hand?” 

“Oh,” he replied testily, “I was just tell- 
in’ that hogshead, the engineer, to git the 
hell out of here!” 


said: 


But as he went on the conductor got to 
thinking about it and he decided that was 
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not the proper way to answer the little old 


lady. So when he had finished his work, 


he went back and said to her: “Pardon 
me, madam. I was a little out of patience 
when you spoke to me a while ago. I 


shouldn't have answered you that way. I 
want to apologize.” 

The little lady smiled sweetly, raised her 
hand with two fingers extended in the ap- 
proved manner for a “high ball” and said: 
“That’s all right: that’s all right!” 

Finally, let me suggest that praise and 
encouragement to your collectors for good 
work done, will do more to stimulate their 
interest in their work than reprimand. A 
spirit of friendly rivalry, an ambition to 
excel and a desire to please the person in 
charge, will be reflected in averages and 
incidentally in company receipts. 

Along with the serious side of it—and 
it is serious—make it a game. If you do 
not enjoy your work more than anything 
else in the world, you ought to be looking 
If you are interested in it 
this 


for a change. 
in that way and will pass interest 
along to your subordinates, your work will 
be a satisfaction to yourself and an asset 
to the company which employs you. 








Here and T 


ere in Telephone Work 





A Telephone Man’s Autobiography 
of a Switchboard Cord. 
Telephone operators of today usually 
undergo rigid training in the operation of 
a switchboard and: other rules of 
When the industry was younger, 
often the operators 


oper- 
ating. 
taught the 
importance of careful handling of switch- 
board cords and plugs, which resulted in 
faulty 


were not 


transmission and poor telephone 
service. 

Several years ago Harold J. Weaver, of 
Columbus, Ohio, wrote a poem about a 
switchboard cord which was published in 
the November, 1923, The Ohio 
Bell. Mr. Weaver was formerly switch- 
man in the old dial office in Columbus— 
the original automatic office there. The 


poem 


issue of 


follows: 


An Autobiography. 
By Ima SwitcHBoArp Corp. 
I am a product of today, 
A cold, machine-made thing, they say ; 
The brain-child of those who aim to be 
A benefit to humanity. 


They made them all: my tinsel nerves, 
My stable ribs of fine steel curves; 
And ’round it all a coat was spread 
Of interwoven silken thread. 


Inspected and packed by dainty hands, 

| prepared to leave for distant lands; 
Consigned to a storeroom where I could see 
The wonders of the industry. 


Then to a harem I was led, 

And to a switchboard I was wed; 
And with its other wives apace, 

I came to claim my rightful place. 


I worked with a girl with all my might, 

From early morn 'till late at night; 

But my head turned gray and my coat 
wore bare, . 

For she was one who did not care. 


Had she remembered the simple rules 

That she’d been taught in switchboard 
schools ; 

I could tell a tale of love, not care; 

Of golden tresses, not thin, gray hair. 


But I’m to be replaced, unsung, 

For the death knell of my life’s been rung! 
It's a sign of death, so it’s been said, 
When a knot’s been tied beneath your head. 


So my life—a messenger of love and of 
care, 

Of happiness, sorrow, defeat, and despair— 

At its end feels a thrill of a thing well 
done, 

Of a service well-rendered and an honor 
won. 


Iowa Association Sponsored Sales 
Campaign During December. 
During December the Iowa Independent 

Telephone Association, Des Moines, spon- 

sored a state-wide sales campaign for Inde- 

pendent telephone exchanges in Iowa. The 

Sell-A-Phone Co. put on the campaign for 

20 Iowa exchanges December 4 to 

December 20, under the auspices of the 

association, and total results showed 198 

sales which was 88.4 per cent of the quota 

set for the campaign. 

The exchanges of the Iowa Union Tele- 
phone Co. and the Fowler Telephcne Co., 
of Pella, started their sales work in ad- 
vance of the opening date of the cam- 
paign and sold 107 and 90 stations, re- 


trom 


spectively prior to the association’s drive. 

Bulletins entitled “Hot Sell-A-Phone 
News” were issued throughout the cam- 
paign, giving sales made by the various 
exchanges and listing those in the lead. 
One bulletin contained a “pep” talk and 
words of encouragement from Chas. C. 
Deering, of Des Moines, secretary-treasurer 
of the association, and featured his photo- 
graph. 

In several of the exchanges, it is stated 
that sales effort was a new problem and 
the telephone employes were slow in get- 
ting into the spirit of the campaign. The 
Klemme exchange, operated by the Iowa 
Union Telephone Co., sold more telephones, 
according to the population of the town, 
than any other exchange. Out of a popu- 
lation of 460, 18 telephones were sold in 
Klemme. The Chariton exchange was sec- 
ond, making 47 sales. The population cf 
Chariton is 5,365. 

The exchanges that finished in the lead 
are: First, Klemme with 18 sales or 257 
per cent of its quota; second, Chariton 
with 47 sales or 188 per cent; third, St. 
Ansgar with 16 160 per cent: 
fourth, Kiester with 9 sales or 150 per cent; 
and fifth, Rolfe with 15 sales or 150 per 
cent. A cash prize was awarded to the 
man and to the woman making the most 
sales. 


sales or 


In commenting on the campaign, Secre- 
“The subject of ‘sales 
campaigns’ will be given a place on our 
February convention program, and in all 
campaign 


tary Deering said: 


probability another will be 
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is outstanding in design and thoroughly fitted to the 
job. 





Engineers, construction foremen, cable splicers and 
linemen give it a most enthusiastic approval. 
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LEICH 
No. 47-A RINGING CONVERTER 


Guaranteed to produce satisfactory telephone ringing current directly from the Commercial 
Alternating Lighting Circuit. 





The ideal converter for the average Central Office or the 
smallest P. B. X. 





Unaffected by fluctuations of the power current. 





Fireproof Construction. 





No radio interference. 





Three current carrying contacts made of the best contact 
material obtainable insures long contact life and minimum 
operating and maintenance cost. 








Idling power consump- 


ORDER ONE ON 30 DAYS' TRIAL mae eg 


LEICH ELECTRIC CO. « GENOA, ILL. 


"The first to produce a successful vibrating type ringing converter to operate from alternating current." 





Please mention TELEPHONY when communicating with its advertisers, 
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At that time, we 
hope to have a much larger number of 
exchanges participating.” 


planned for next year. 


Miss Anne Barnes, of Des Moines, trav- 
eling chief operator, of the association, as- 
sisted in carrying on the sales campaign, 
contacting the operators and others in the 
traffic department. In a bulletin sent out 
to chief operators over her signature the 
day after the campaign closed, Miss Barnes 
said: 

“If you feel inclined to breathe a sigh 
of relief now that the Sell-A-Phone cam 
paign is over, hold it until we talk things 
over. Then I know that you and your 
operators are going to work harder than 
ever to increase your number of subscrib- 
ers. Every new subscriber you win, will 
make your service more valuable to your 
present subscribers, work for more em- 
ployes and better salaries.” 

Why Answers to Traffic Questions 
Are On a Different Page. 

Just read your Happy Christmas Greet- 
ing in TELEPHONY of December 23. Thanks, 
and same to you and yours. 

I have a grievance against TELEPHONY, 
and, while it is bad manners to take it out 
on Christmas, of all days, here it is: 

I wish you would put those operator 
questions and answers on the same page. 
As is, it is too much like a picture puzzle. 

Needless to tell you, I think your publi- 
cation is more religiously read than any I 
can think of which comes to the telephone 
man’s home. May it live long and prosper 
is my wish. 

Bricelyn, Minn. A. E, Wiicox. 

| Eprtor’s Norte: 
quired easily is not lasting. 


Anything that is ac- 
Placing the 
answers to the traffic questions on another 
page is designed to stimulate thinking. 
Were they placed on the same page, the 
tendency of the average person would be 
to look at the answer immediately without 
doing any actual thinking about the ques- 
tion. Hence the value would be lost be- 
cause the question and its answer would not 
be sufficiently impressed upon the mind 
to be remembered. ] 

How Good a Supervisor Are You? 

By Joun G. REYNo.ps. 

Not many days ago a young and ambi- 
tious business acquaintance of mine dropped 
into my office, presumably for a chat about 
general business conditions. After we had 
talked for quite a bit, he suddenly leaned 
forward from his chair and exclaimed: 
“I've got to get away from my job! It’s 
killing all the ambition I ever had. If I 
dont’ get away, I'll be a clerk for the 
rest of my days!” 

For a minute I could think of nothing 
to say. There in front of me sat a young 
man, whom I knew possessed the energy, 
the ability, the training, the personality, and 
the appearance, to make a success in the 
business world. 


For seven years, he had 
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worked and studied hard to advance in his 
line of work. And he had advanced, until 
he held a position « 


f some responsibility. 
Yet, in spite of his apparent ability and the 
success he had made of his job, there he 
sat—a dejected young man, thoroughly dis- 
gusted with his work. 

Something was evidently behind it all, 
and I made up my mind to find out what 
it was. Endeavoring to conceal my sur- 
prise at his frank statement, I said: “Well, 
Bob, what is wrong? I thought you were 
perfectly satisfied with your job.” 

The story I obtained from Bob is re- 
sponsible for today’s article, in which I get 
away from my usual sales article and en- 
deavor to have a frank, straight-forward 
talk with you men who supervise the work 
of other employes. 

Bob's story is one with which I think all 
of you are familiar. It deals with a 
young man held down by a supervisor who 
instead of helping his employes make a 
success of their work, makes them hate 
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it; instead of being a friend to his sub- 
ordinates, is grouchy, obstinate and treats 
them a‘l as inferiors; discourages, rather 
than encourages, employes to make sug- 
gestions which will be of aid to the man- 
agement, because he fears that such em- 
ployes will advance above him; sees all 
errors but never sees the good points of 
an employe’s work; and, finally, gloats over 
every opportunity to criticize one of his 
subordinates. 

Supervisors, who employ any of the 
foregoing tactics in their endeavors to be 
“the boss,” are a discredit to any com- 
pany. Such men are responsible for good 
workers losing their energy and ambi- 
tions, and finally becoming so disgusted 
with their jobs that they hate to go to 
work, 

I don’t approve of the easy-going type of 
boss who lets employes get away with 
errors and sloppy work, nor do I approve 
of the type just discussed. Both types can 
ruin the employes who work under them. 








FLASHES AND PLUGS==-NEWS BRIEFS, COMMENTS 


“They call it wireless,” says a radio ed- 
itor, “but 21,000 miles of telephone line 
were needed to hook up the stations of 
one chain for a special New Year's pro- 
gram.” 

* * * 

Loss in Chicago telephones for the month 
of November was due to the closing of 
the World’s Fair. Were it not for that, 
it is reported, November would have 
shown a gain of about 900 instead of a 
loss of 112 stations. 

* * * 

While taking a sick man from Vancou- 
ver, B. C., to Seton Lake in an airplane, 
one of the pilots administered insulin five 
times according to instructions telephoned 
by his physician. 

x * x* 

Mrs. Dulcie Mitchell, chief telephone 
operator at the Postoffice Department in 
Washington, D. C., has seen six postmaster 
generals come and go in the last 15 years 
of service. She says Mr. Farley, the pres- 
ent incumbent, holds all records as he has 
had 18 parties waiting for him on the 
wires at one time. 

They were probably candidates for the 
postmaster appointments which have been 
held up. 

* * * 

Mussolini is eliminating women workers 
from public offices. In what is termed “in- 
ferior” forms of employment—which refers 
principally to telephone operators—women 
may number 20 per cent of the total. 

Needless to say, women don’t vote in 
Italy. 

* * * 

The United States has 50 per cent of all 
the telephone wire mileage in the whole 
world. This country has 43 times as much 


telephone line as has South America and 
a little more than twice as much as there 
is in Europe. - The telegraph wire mileage 
in the United States represents 34 per 
cent of the world’s total. 

* * * 


Claude Jones, lineman for the United 
Telephone Co. at La Grange, Ind., inher- 
ited a fortune from his brother’s estate, 
but keeps on with his daily job. 

* ok * 

President Roosevelt used the long dis- 
tance telephone to send Christmas greet- 
ings to his son James at Boston and his 
son Elliott who was at Ft. Worth, Texas. 

* *x * 

India has a population of 355,000,000 
and only 57,000 telephones—one telephone 
to every 6,250 people. In the United States 
there are 948 telephones for every 6,000 
inhabitants. 

oe 64% 

Cleveland, Ohio, newspapers print the tele- 
phone numbers of members of the legisla- 
ture so voters can telephone them and ex- 
press their views on liquor control legis- 
lation. 

x * 

Cook county (meaning Chicago) ap- 
propriated $6,000 for telephone service for 
15 months. During the first 11 months 
of 1933, telephone expenditures exhausted 
that amount. 

* * * 

Public Utilities Fortnightly says: “The 
telephone business is the most widely-ad- 
vertised American industry.” 

Probably this is one of the main reasons 
why the American telephone system leads 
the world. Telling the people encourages 
the people to telephone. 
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The easy-going type ruins his employes 
vy permitting them to get by with poor 
work. The employes, never hearing about 


their mistakes, go on day after day until | 


they finally drift into a slipshod method of 


performing their work, which is hard to | 


eet rid of. 
The other type ruins his employes by his 


own attitude towards them and the work | 


they do. 


But there is an in-between type of boss | 


who is really a boss, and all supervisors 
should strive to be like him. This type of 
supervisor is the man who knows every 
phase of the work, which the employes be- 
neath him have to perform. He realizes 
that everyone is likely to make mistakes 


and uses tact when dealing with employes | 


who make them unknowingly. 

Instead of “bawling out” employes, he in- 
structs them on the proper method of doing 
their jobs so that costly mistakes can be 
avoided. He studies the cases of em- 
ployes, who constantly make errors; en- 
deavors to get at the cause of the con- 
stant errors. Then, if repeated talks and 
instructions are of no help, he gets rid of 
such employes, and obtains someone who 
will do his part to maintain the efficiency 
of the department. 

Although “the boss,” he does not feel 
that the employes beneath him are inferior, 
because he realizes that he was once just 
one of the workers. He encourages em- 
ployes to improve their jobs and to submit 


any plans or ideas which they may have | 


—and he sees that proper credit is given 


where credit is due. He sees the good, as 
well as the bad, points of every man’s | 


work, and compliments employes on work 
that is particularly good. And finally, he 


endeavors to make each employe feel that | 


he is his friend, and that he is anxious 
to help him. Contrary to belief, this last 
can be done without sacrificing any of the 
dignity of a supervisor. 


What kind of a supervisor are you? Are | 


you the easy-going type, or are you the 
slave-driving type? I hope you are neither, 
but that you are the in-between type. If 


you are, you’re bound to go far with your | 


company, for the loyal employes beneath 
you will put you ace-high with the man- 
agement by the efficiency of their work. 
John Lee Mahin once said: “No man 
will ever be a big executive, who feels 


that he must either openly or under cover 
follow up every order he gives and see | 
that it is done—nor will he ever develop 


a capable assistant.” 

Think over his statement, and then 
glance back over this article. Endeavor to 
find the type of supervisor, whose descrip- 
tion fits you. If you find that you have 
been using some methods of supervision 
which are radically wrong, for the sake 


of yourself, and the employes who work | 


for you, get rid of them. Be a real super- 


visor—not a poor excuse for one—and | 


you'll get far. Here’s wishing you luck. 
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OUR linemen will find 
“National” splicing sleeves 
of tremendous service 

when the going gets tough and 
there’s rush work to be done 
under trying emergency condi- 
tions. “Nationals” are the ideal splice at all 
times but they prove their great value most 
when storms have played havoc with 
your lines. 


There’s a reason. “Nationals” are easy to 
install, with them more splices can be made 
in a given time. Every joint is uniform 
with every other, all are unbreakable, and 
have a high conductivity. 
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gency Service. Write today for prices, 
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Pole Cable Terminals provide a perfect 
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tributing lead covered cable at an ex- 
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- Some Outside Plant Practices 





The Uneventful Life of a Tele- 


phone Trouble-shooter. 
By “Doc.” 


Telephone companies were greatly handi- 


| capped in the old days, due to the lack of 


adequate transportation. Trains were 
utilized as much as possible but to get out 
on the line, between towns, horses were 
used. transportation, especially 
the motor car, has been one of the great- 
est advances in the telephone world during 
my many years of service. 


Modern 


In the old horse-and-buggy days it is 
true we did not cover as large a territory 
as we do today. It is 
likewise true that it 
took us much 
to cover 





longer 
even the 
smaller area, and trou- 
bles were not cleared 
nearly as promptly as 
they are in this motor 
age of efficiency. 

Many the time we 
lost from one to two 
hours getting to our 
work in the morning 
behind a team of slow- 
moving livery stable 
If it took us 
two hours to reach the 


horses. 


and glory of the gang lucky enough to be 
hauled around by them. 

I have seen many smart thorses in my 
time but none whose mentality compared 
with this pair. They seemed to know just 
what was expected of them and were never 
found lacking. Jerry was a _ confirmed 
tobacco-chewer, and no lineman ever re- 
fused his plug when Jerry coaxed for it. 
He could not talk, of course, but he did 
not need to, for he could easily nuzzle them 
out of what he wanted. 

The horses could be turned loose any 
place in a strange town, and would 


g 
go 


a ae 











job in the morning; we 
started back one hour 
before quitting time 
so that we traveled 
half the way on our own time. 
in our 


One thing 
though was that the wise 
old livery horses always traveled faster 
when going towards home. That was char- 
acteristic of many horses. 

That the modern truck is the thing from 
an efficiency standpoint cannot be denied, 


favor 


| but to us old-timers it just cannot in every 


way replace the horse, call it sentiment if 
you will. Only a small percentage of the 
younger generation are horse lovers, so 
consequently to them the 
leaves nothing to be desired. 

As a rule, the foreman would hire a 


gasoline age 


| team from the local livery stable in each 


town out of which we worked, although 
some preferred to keep the same team and 


skinner continually. The livery horses as 


| a rule were “plugs,” and the keeping of a 


good team regularly on the payroll had 


| many advantages. 


One such team that worked in our dis- 
trict for many years, was known and 
loved, from the general plant superintendent 
right down to the grunts. Tom and Jerry 
were their names, for this was in the pre- 


volstead days, and they were the most 


beautiful span of black draft horses I 
They were always in first 
class condition, well-groomed and the pride 
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have ever seen. 


“But None Whose Mentality Compared With This Pair. 
Seemed to Know Just What Was Expected of Them and Were 


“| Have Seen Many Smart Horses in My Time,” Says Doc, 


They 
Never Found Lacking.” 


directly to the livery stable or feed yard 
in which they were being cared for. When 
Tom was lead up to his side of the wagon 
tongue, Jerry preferred not to be lead but 
would follow slowly on his own accord, 
to his side. If spoken to sharply, he would 
hurry slightly—on a hot day, he could 
surely kill a lot of time—and finally re- 
luctantly take his place. 

Tom and Jerry have no doubt passed on- 
to their reward ere this; and if there is 
such a thing as a “horse heaven,” I am 
sure they are there and that Jerry misses 
his tobacco. I will also wager that if any 
of the former roughnecks who used to ride 
behind this great pair, see this, they will 
agree with me that the gas buggy is a 
great improvement in the telephone busi- 
ness, but to us it does not entirely take 
the place of old Tom and Jerry. 


Yellow and Black, Best for “Men 
Working” Warning Signs. 

An employe in the accounting office of 
the New England Telephone & Telegraph 
Co. in Boston, Mass., saw the following 
letter to the “Observant Citizen” in the 
Boston Post and thought that the answer 


to the writer’s query would interest all 
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telephone employes: “I wonder why those 
signs which the telephone company uses 
near manholes where work is going on 
below—signs which bear the words ‘Men 
Working’—are not the color of the regular 
danger signals? 

“Instead of being red with black or white 
lettering, they are yellow with letters of 
black. Is this because black on yellow can 
be seen farther than black or white on a 
red background ?” 

Signs that say “Men Working,” “Men 
at Work” are fairly prevalent on our high- 
ways these days, and they save many a 
workman from injury by speeding motor 
cars. Tests have proved that black letter- 
ing on a yellow background is visible for 
a greater distance than any other combina- 
tion of colors, said Telephone Topics, the 
employes’ magazine of the New England 
company. 

John F. McCurdy, general safety super- 
visor of the company, who has charge of 
such matters, declares that the Bell System 
was among the first to adopt these colors 
in its warning signs. The American Asso- 
ciation of State Highway Officials accepted 
and standardized a set of warning signs, 
and the state of Massachusetts was among 
the first to adopt it. 

The Bell System signs are very similar 
to those used by the Bay State, except 
that they are square whereas the state’s 
are diamond-shaped. 

It should be borne in mind that there is 
a difference between a warning signal and 
a danger signal. 
tinguishing 


The warning sign’s dis- 

color—yellow—means “slow 

down” whether it be on a sign or a traffic 

light. Red is a danger signal, and always 

means stop. 

Unique Method of Laying a Sub- 
marine Cable in River Bed. 

An aerial cable crossing of the Missouri 
River at Atchison, Kans., was recently re- 
placed by a submarine cable. The tower of 
the aerial crossing was bent on the Kan- 
sas side and blown down on the Missouri 
side by a storm on August 6, 1932. Storm 
repairs with twisted pair wire carried the 
necessary circuits across a bridge. 

Submarine cable was found to be less 
expensive than replacing the towers in ac- 
cord with more recent government require- 
ments, which called for a greater clear- 
ance above the water. It was also more 
economical than renting a right of way for 
attachments to the bridge. So 1,410 feet 
of 20-quad, No. 19 gauge cable, which pro- 
vides upward of 60 talking circuits was 
laid in the river bed. 

Water jets were used to plow a furrow 
in the river bed, just as land cables are 
now plowed underground across fields and 
along property lines in some suburban areas. 

Ocean cables are laid from cable ships, 
vessels especially designed for the work, 
but among sandbars and shallows in a river, 
such craft are impractical. Hence, the 
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Atchison cable was laid from a prosaic 
and useful flat-bottomed barge, of a con- 
struction familiar to all river dwellers. 

The method of laying the cable in the 
river bed was described by N. E. Gill of 
the Western Missouri and Kansas engineer- 
ing staff of the Southwestern Bell Tele- 
phone Co. in the Southwestern Telephone 
News. 

The barge, equipped with hoisting ma- 
chinery and with pumps to provide the 
water jets used to furrow the river bed, 
had no engines for paddle wheel or pro- 
peller. Motive power was afforded by the 
hoisting engines, working against anchors. 
Thus, one end of the barge would be 
kedged to a new position. Missouri River 
current then would swing the opposite end 
slowly to the position desired. 

As United States Government require- 
ments called for the cable to be placed 
16 feet below low-water level, a four-inch 
water jet “blew” away the sand to the re- 
quired depth, while three smaller jets kept 
the “furrow” open until the cable was in 
place. 

The governmental 16-foot requirement 
made it necessary to bury the cable from 
5 to 16 feet below the river bed at the 
crossing, the average depth of the “fur- 
row” under the sand being eight feet. 

The laying of the cable required 13 days 
of 24 working hours each. Where the 
river ran deep, cable was paid out at from 
10 to 15 feet per hour, but near the banks 
difficulties were encountered, due to shal- 
low water. 

A huge log imbedded in the sand at one 
shore, directly across the line of the “fur- 
row,” was not dislodged until tons of sand 
had been jetted away from it. Grappling 
hooks then moved it. Near the other bank, 
some 300 feet of water stood only a few 
inches deep. Here it was necessary to 
dredge a channel wide enough to accom- 
modate the barge before the cable “fur- 
row” could be carried to the shore. 

From the banks, hand trenches bury the 
cable until it emerges to an aerial line at 
one side, and into the Southwestern Bell 
company’s toll office at the other. 
Telephone Essential Part of New 

Submarine Rescue Device. 

“Submarine sunk here; telephone inside.” 
That is the message which appears upon a 
plate fastened to the side of the latest 
submarine rescue device. It consists of a 
buoy attached to the deck of the subma- 
rine, and contains a telephone connected 
with the interior of the submarine by a 
400 foot cable. 

The buoy can be released from the deck 
by operating a lever inside the submarine, 
when it immediately ascends to the sur- 
face of the water. Besides marking the 
spot where the underseas craft is lying, the 
tclephone will aid rescuers in ascertaining 
if anyone is alive inside and in directing 
rescue work. 
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Telephone Batteries differ in only 
TWO things—initial capacity and 
length of life. 


Good initial capacity is easily secured, 
but it is no good unless it is retained 
throughout idle periods. 


Methods of preserving initial capacity 
are therefore paramount. 


Here DURO-POWR Telephone Bat- 
teries are supreme. Seamless Zinc 
Cup is impermeable. Hermetic Top 
Seal positively keeps all moisture in 
and all air out. Paper-thin Separator 


gives more room for active material. 


These patented features insure good 
initial capacity and guarantee no loss 
in idleness. 





ee is 
General Dry Batteries, Inc. 
CLEVELAND, O. 


General Dry Batteries of Canada, Ltd., 
Toronto, Canada 
Makers of all types of dependable 
Dry Batteries for Radio, Ignition, 
Flashlight and General Use. 
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in Pliers 


N the electrical field where 
better workmanship de- 
mands better tools, you 

will find Klein equipment 
the standard for quality. 
Linemen and electricians 
know the importance of 
good tools—when you see a 
pair of pliers in the hands 
of a lineman, it’s ten to one 
they’re Kleins—the stand- 
ard with public utilities 
**since 1857.”” 
Distributed through jobbers 
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Four pamplets of 
interest to you if * 
you are a lineman 

or responsible for 

the safety of line- 
men. Check the 
ones you want. 

D Safety for the Pole Climber 
O Specifications on Linemen's Belts and Safety Straps 
(© The Safety Factor on Linemen's Leather Goods 

© Pocket Tool Guide 
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3200 BELMONT AVE., CHICAGO 
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What the Commissions Are Doing 


News Regarding the Activities of Various Commissions, Courts 
and City Councils in Matters Concerning Telephone Com- 
panies—Summary of the Orders and Schedule of Hearings 


Refuses Order to Connect Private 
and Public Systems. 

The petition of the city of Los Angeles 
to the California Railroad Commission for 
an order that would clear the way for 
establishment of a municipally-owned in- 
telephone 
denied by the commission in a decision 
issued December 19. 

The municipality asked the commission 
to require the Southern California Tele- 
phone Co. to make a physical connection 
between the company’s lines and an inter- 


tercommunicating system was 


communicating system proposed to be in- 
stalled by the city. It also asked the com- 
mission to establish rates. 

In seeking the order, the city set forth 
that its various departments are provided 
with 2,877 telephone instruments, 24 pri- 
switchboards and 
recited 
that it pays an average monthly charge of 


vate branch exchange 
316 trunk lines. The city also 
$17,402, and that it hoped, through estab- 
lishment of the intercommunicating sys- 
tem, to save approximately $10,000 month- 
ly, less the cost of maintenance and car- 
rying charges on the new 
equipment. 

The company objected to the plan on 
two principal grounds: First, that the 
commission is without authority to re- 


city-owned 


quire the rendition of such telephone serv- 
ice so materially different from that which 
it has offered to render; and, second, that 
compliance with the city’s demand would 
be destructive of efficient telephone serv- 
ice to its patrons at large. 

Contentions were made, as to the first 
argument, by the city that the company 
is now serving a number of various pri- 
vate concerns, and one department of the 
city itself, without insisting on company 
ownership and maintenance of station fa- 
analyzed the 
various cases and found them not in point. 

With reference to the second argu- 
ment of the company—that poorer serv- 
ice would 


cilities. The commission 


result—the commission pro- 
nounced the proposal a retrogressive step 
in telephone ‘utility regulation. 

“The commission has frequently ex- 
pressed the opinion,” the decision says, 
“that a divided ownership of ‘telephone 
equipment and responsibility for its main- 
tenance is not compatible with efficient 
telephone service. It has frequently been 
declared that a telephone utility must own 
and maintain all facilities required for 
the transmission of from one 
Almost without 
exception a similar view has been ex- 
pressed by the regulatory commissions of 
other states.” 


messages 
subscriber to another. 
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The decision concludes with the state- 
ment : 

“We are of the opinion, therefore, that 
no order should be issued directing the 
defendant to continue the rendition of 
telephone service to the city 
when no longer permitted the ownership 
and control of all facilities essential for 
from 
It is unneces- 
sary, then, to prescribe a future schedule 
of rates for such a service.” 


exchange 


complete telephonic communication 
one instrument to another. 


The commission’s decision was signed 
by the five commissioners, C. L. Seavey, 
Leon O. Whitsell, W. J. Carr, M. B. 
Harris and Wallace L. Ware. 


Nebraska Supreme Court Decides 
Compensation Questions. 

Settling a question that had been raised 
several times in the state without having 
called for a court decision, the Nebraska 
Supreme Court held recently that the state 
workmen’s compensation department of the 
bureau of labor is not a court; that all 
the authority it possesses to hear and deter- 
mine cause comes from the statute that 
created it, and that there is nothing therein 
which gives the department or any of its 
representatives authority, after having de- 
nied compensation to an applicant, to re- 
view such decision when another petition 
is filed. 

Every order of the commissioner is final 

unless appealed from; and the court says 
he has no such authority as courts have, 
to grant rehearings. 
Burdin, the com- 
missioner first held that plaintiff’s injuries 
did not arise out of his employment, and 
denied compensation. Months afterwards 
Gray filed another petition, and the com- 
missioner set aside his former order, held 
a hearing and gave him an award. ‘The 
court says that the commissioner had no 
authority to accept the filing of the second 
petition, substitute another decision for the 
one previously entered, or to ignore his pre- 
vious determination and allow compensation 
upon a cause of action theretofor examined 
and denied by him, on the ground that his 
first decision was erroneous. 

Two other important compensations were 
entered. In one the court held that where 
a company, chartered and doing business 
in Nebraska, sends a man or men to an- 
other state to do work for it, the Nebraska 
law will govern compensation to be paid 
any of them who may be injured in another 
state, unless the branch of the business was 
localized in the other state. 

In the other case, the court held that 
medical experts disagree as to 


In this case, Gray vs. 
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whether an injury received by a worker 
lights up or does not light up a pre-existing 
disease or where their testimony is char- 
acterized by “mights” and “possibles,” and 
other expressions that indicate they have 
not settled convictions, the court will not 
decide as between them. It will hold that 
where proof that injuries arose out or in 
the course of employment is lacking, the 
courts will refuse to make any last guess 
after the experts have made theirs. In 
that case the court held that dementia 
praecox cannot result from an injury, nor 
can an injury make compensable the de- 
velopment of such a disease. 


Labor Union Attorney Seeks Tele- 
phone Legislation. 

Wyckliffe C. Marshall, counsel for the 
Boston Central Labor Union in the rate 
case against the New England Telephone 
& Telegraph Co. now under advisement in 
the Massachusetts Department of Public 
Utilities, has filed several bills with the 
clerk of the House of the Massachusetts 
legislature bearing upon telephone matters. 
These will be considered during the 1934 
session soon to begin. 

Two new measures are included. One re- 
quires legislative counsel or agents to file 
weekly with the sergeant-at-arms at the 
State House detailed statements in promot- 
ing or opposing legislation, with summaries 
of conferences and interviews held, and of 
all monies expended in connection with 
such work. At the close of the session, 
the bill would require this information to 
be made public in summary form by the 
secretary of state. 

Another bill requires all utilities, whether 
telephone or other, to furnish advertising 
budgets to the Department of Public Utili- 
ties 60 days before the beginning of each 
fiscal year, including the amount allocated 
to each form of advertising, the names of 
all companies or persons by whom such 
advertising will be published, and the 
amount of compensation to be paid each 
such company or person for doing this 
work. 

The commission is required to pass on 
the propriety of the amounts thus to be 
expended, and is granted power to decrease 
them and to require these sums to be dis- 
tributed among such outlets according to 
its views of the public interest involved. 
New advertising contracts not reviewed by 
the board are to be invalid. Violations are 
to be punished by per diem fines. 

Mr. Marshall also re-introduces house 
bills 377 and 378 from the 1933 session. 
The former provides for an investigation 
by the Department of Public Utilities of 
the alleged unlawful consolidation of ‘the 
New England Telephone & Telegraph Co. 
(of New York) and various Massachusetts 
telephone companies, including the Bay 
State, Bolton, Cape Cod, Norfolk, Fall 
River, New England Telephone & Tele- 
graph Co. of Massachusetts, Automatic (of 
New Bedford), and others totaling 18 prop- 
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If the commission finds that these 
consolidations should be validated as con- 
sistent with the public interest (sic. the 
bill declares them unlawful) it must in- 
clude in its report to the legislature drafts 
of one or more statutes to achieve this un- 
der terms which will effectually prevent any 
decrease in facilities or increase in rates. 

The second bill provides for an investi- 
gation by the department of the alleged 
illegal merger of the American Telephone 
& Telegraph Co. of New York with the 
American Bell Telephone Co. and the A. T. 
& T. Co. of Massachusetts, with similar 
provisions for findings and terms of valida- 
tion, if in the public interest. Mr. Mar- 
shall seeks to have the A. T. & T. Co. of 
New York declared to be a Massachusetts 
corporation within that state and subjected 
to the regulation applying to the other two 
named. 

Another bill filed by the same applicant 
prohibits any telephone company entering 
into contractural relations with an affil- 
iated telephone company unless the contract 
is reviewed and approved by the Massa- 
chusetts Department of Public Utilities. 
The proposed act provides that no tele- 
phone company shall include in its operat- 
ing expenses any amount of compensation 
for services rendered (by an affiliate) un- 
til the commission has reviewed after public 
hearing and determined the amount of such 
compensation (with power to decrease it) 
in the public interest. 

Another proposed act subjects to the con- 
trol of the state (through the D.P.U.) se- 
curity issues of foreign corporations based 
upon or secured by the property, franchises 
or stock of domestic telephone companies 
owned or controlled by the foreign corpo- 
rations. Because the deferred operation of 
this act would defeat its purpose, in Mr. 
Marshall’s opinion, he includes a clause 
in the draft declaring it to be an emerg- 
ency law, necessary for the immediate pres- 
ervation of the public welfare. 


erties. 


Nebraska Supreme Court Rules on 
Compensation Cases. 

The Nebraska Supreme Court recently 
decided a long-disputed question affect- 
ing procedure in appeals from awards and 
orders of the state compensation commis- 
sioner that may save money for telephone 
companies, if the findings are remembered. 

One section of the old law says that 
notices of such appeals must be filed with 
the commissioner within seven days after 
the decision has been entered. 

Another section relating to filing of pe- 
titions in appeals was several times amend- 
ed, but finally came out of the legislative 
grist as providing that notice of appeal 
must be filed with the commissioner and 
a petition in appeal with the district court 
within 14 days. 

The court says that while it might be 
inferred from this phrasing that the 14 
days referred to filing of notice as well 
as of the petition, this did not follow. 
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It says the courts should endeavor to 
construe laws that are apparently incon- 
sistent in such a way as to give all of 
them effect; and that as the legislature 
never repealed the old seven-day notice 
section, it must hold that it governs no- 
tices of appeals while petitions in appeals 
must be filed within 14 days. 


St. Clair (Minn.) Telephone Co. 
Sells Its Property. 

On December 18 the Minnesota Railroad 
& Warehouse Commission issued an order 
authorizing the St. Clair Telephone Co. to 
sell and F. Fred Erickson and Arvilla 
Erickson to purchase all of the physical 
property of the St. Clair company located 
in St. Clair, Minn. 

In approving the transfer, which was 
found to be in the best interest of the pub- 
lic, the commission gave no consideration 
as to the value or price paid for the prop- 
erties. 


Summary of Commission Rulings 
and Schedules of Hearings. 
CALIFORNIA. 

December 19: Petition denied of the city 
of Los Angeles asking permission to estab- 
lish a municipally-owned intercommunicat- 
ing telephone system. The petition asked 
the commission to require the Southern 
California Telephone Co. to make a physi- 
cal connection between the company’s lines 
and an intercommunicating system proposed 

to be installed by the city. 
ILLINOIs. 

January 3: Hearing in Springfield on 
application of the Illinois Bell Telephone 
Co. for authority to sell to the American 
Telephone & Telegraph Co. of Illinois cer- 
tain interests in telephone property located 
in Cook county. 

January 3: Hearing in Springfield on 
application of the Illinois Bell Telephone 
Co. for authority to purchase from the 
American Telephone & Telegraph Co. of 
Illinois certain interests in telephone prop- 
erty located in Cook county. 

KANSAS, 

January 11: Hearing in Hiawatha, 
Brown county, on complaint of A. A. Rose- 
boom, of Hiawatha, against the American 
Telephone Co. asking the company to 
charge for service at party-line rates or on 
an extension basis. 

January 26: Hearing in Whitewater, 
Butler county, on complaint filed against 
the rates of the Kansas Telephone Co. 

MIssouRrI. 

December 29: Approval granted appli- 
cation of D. C. Morris to sell and Virgil 
Whittington to purchase the Waco Tele- 
phone Co., of Waco. 

January 9: MHearing on complaint of 
the commission against the Southwestern 
Bell Telephone Co., relative to an investi- 
gation to determine the reasonableness of 
rates charged for special services and equip- 
ment. 

UTAH. 

January 8: Hearing resumed in state- 
wide rate investigation of the Mountain 
States Telephone & Telegraph Co., insti- 
tuted on commission’s own motion follow- 
ing filing of complaint by Logan subscrib- 
ers, charging a discrimination in rates. 

WASHINGTON. 

January 25: Hearing on rates and val- 
uations of the Oregon-Washington Tele- 
phone Co., which furnishes service in the 
Yakima Valley. The company, which has 
its headquarters in Hood River, Ore., has 
15 exchanges in Washington. 
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With the Manufacturers and Jobbers 





A Handy Relay Gauging Light for 
Autelco Relays. 

A gauging light for Automatic Electric 
relays has recently been placed on the market 
y the Automatic Electric Co. which makes 
the task of contact adjustment or check-up 
an easy one, even though the relay or 
switch to be examined is in a dark loca- 
tion. 

This little lamp device is quickly fas- 
tened to the relay by inserting a clip at- 
tachment under the 


armature clamping 


washer of the relay, while two flexible 
wires terminating in spring clips permit at- 
tachment to the most convenient battery 


bus bars. A small piece of ground glass, 
an integral part of the socket device, fits 


directly under the 


spring contacts and is 
illuminated by a 
switchboard lamp. 


evenly closely-shaded 


The exact point of the closing or open- 
ing of the contacts under scrutiny can be 
clearly seen against the white background 
of the illuminated glass. This handy de- 
vice can be secured from the 
Automatic Electric Sales Co 


American 

.. Chicago, Il. 

The Leeds-Derby Trunk Telephone 
Cable in England. 

The _recently-installed 

between Leeds and Derby, 


telephone cable 
England, is ap- 
proximately 74 miles in length and repre- 
sents one of the most important links in 
the trunk telephone cable network of the 
British Isles. An telephone 
facilities was projected even before the 
development of on-demand trunk service, 
and the advent of this latter factor, to- 
gether with the growing density of traffic, 
necessitated the installation of a cable con- 
taining as many circuits as was practicable. 

The British Post Office 


increase in 


engineers de- 
cided to use a cable made up in star-quad 
formation containing 542 pairs of conduc- 
tors, each weighing 20 Ibs. to the mile and 
loaded at 2,000-yard intervals with 88 m.h. 
coils. Initially only 254 pairs were loaded, 
thus making available 127 four-wire cir- 
cuits with scope for an additional 144 cir- 
cuits when loading is completed. The 
cable contains more high-grade trunk cir- 
cuits than any installed in Great 
Britain. 


other 


There is no intermediate repeater. sta- 
tion so that the transmission equivalent for 
the repeater section is unusually high, be- 
ing about 26 decibels at a frequency of 
800 cycles, which necessitated a freedom 
from crosstalk superior to normal trunk 
requirements. Consequently, apart 
the usual specification of 20 
maximum between “go” 
cuits for 


from 
millionths 
and “return” cir- 
four-wire operation, the con- 
tractors guaranteed a maximum crosstalk 


of 80 millionths (82 db) between any two 
circuits in the cables. 

United 
London, and 


The contract was placed with th< 
Cables, Ltd., of 
the manufacture and installation of the 


Telephone 


cable were carried out on its behalf by 
British Insulated Cables, Ltd., of Prescot, 
England, which also installed 
loading coils and balanced the 


Lancashire, 
complete 
The loading coils were manufac 
tured by Standard Telephones & Cables, 
Ltd., of Woolwich, 

In the 


wit ork. 


London 

construction of the cable approx- 
imately 750 tons of copper were used in 
the form of wire, having a total length 
of about 80,000 miles; other materials in- 
cluded 990 tons of lead and 52 tons of 
paper. 

From a technical point of view the 
greatest care had to be exercised in main- 
taining uniformity of mutual capacity 
throughout the whole of the contract in 
each of the five groups of conductors into 
which the cable was divided for balancing 
and separation purposes. 

Balancing was effected by the cross- 
jointing method which is universally fol- 
lowed in Great Britain. In this respect, 
the special crosstalk requirements necessi- 


tated testing of a very comprehensive 


nature which involved, in the course of 
the work, the recording of not less than 
five million testing observations 

The whole of the work was completed 
within 12 months and the stringent tech- 
nical requirements were in all respects 
successfully attained. 


Kellogg Magneto Switchboard for 
Reed Springs, Mo. 

The Galena-Reed Springs Telephone Co., 
of Galena, Mo., recently purchased a Kel- 
logg magneto switchboard for installation 
at its new Reed Springs exchange. Pre- 
viously Reed Springs was served by rural 
lines running out of the main exchange at 
Galena. To improve service and care for 
subscribers, the 
company decided to erect an exchange and 


the growing number of 
install new central office equipment at Reed 
Springs. 

Located in the famous Ozark country, 
Reed Springs caters to tourists and vaca- 
tionists throughout the 


summer. Conse- 


quently, reliable equipment was essential 
because many of the visitors kept in con- 
tact with their homes and businesses by 
telephone. The Kellogg No. 50 switch 
board was chosen because of operating ef- 
ficiency and its fast, accurate service. 
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RUBBER COVERED 


Trained over many years in the manufacture 
and development of telephone wires de- 
signed to successfully meet the most rigid re- 
quirements of the telephone industry. Used 
by leading telephone companies everywhere. 


MANUFACTURED BY 


The Whitney 


DISTRIBUTED IN U.S.A. BY 


Blake Co. 
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I ELECTRIC 





IN 75 CITIES | 


FOREIGN DISTRIBUTORS /#fermational Standard Etetric Corporation 67 Broad St., N. Y. City. 
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Condensed Telephone News 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 
All Financial and Other Statements as Soon as Issued and Any Items Relat- 
ing to Construction, Rebuilding, or Changes in Their Plants and Systems 


Construction. 


VENIcE, Inr.—Plans have been outlined 
by the city council and the Southwestern 

Sell Telephone Co. for the removal of all 
telephone poles along Broadway from Main 
street to the Venice-Madison boundary. 
The project, for which the telephone com- 
pany has already appropriated funds, calls 
for the placing of underground cables along 
the route. 

McGrecor, Iowa.— The Northwestern 
Bell Telephone Co. is rebuilding approxi- 
mately 80 miles of rural lines near here. 

SHELBINA, Mo.—The Western Telephone 
Corp. has been making improvements in its 
local exchange, including the installation of 
new cables and the repair of several rural 
lines. : 

Plans of the company, subject to ap- 
proval of the public service commission, 
are said to include a change in the local 
switchboard that will cost $2,500. 

MANSFIELD, Oun10.—The Mansfield Tele- 
phone Co. has nearly completed improve- 
ments in its local exchange. Approximately 
$30,000 was authorized by the company for 
the reconstruction and repair work neces- 
sary. , 

KauKAUNA, Wis.— The construction 
program begun here the early part of 
1933 by the Wisconsin Telephone Co. has 
been completed, according to Frank Geurtz, 
manager of the local exchange. A num- 
ber of cables were placed underground, 
eliminating telephone poles and wires on 
the streets. 

Elections. 

WESTERVELT, ILt.—Officers of the Kidge 
Telephone Co. have been elected as follows: 
President, C. C. Clausen; vice-president, 


CONSULTING 


Telephone Engineer 


GARRISON BABCOCK 


20 East Jackson Boulevard, Chicago 
1104 Third Ave., Seattle, Wash. 











COFFEY SYSTEM 


Exclusive Telephone Accountants 
CERTIFIED 


Systems Installed 
Audits and Special Services 
CENTRAL ACCOUNTING DEPARTMENT 
Consolidated Bidg., Indianapolis 


ACCOUNTING 


HERDRICH AND BOGGS 
Certified Public Accountants 
Specializing in Telephone Accounting 
and Rate Cases Since 1918 
901-7 Continental Bank Bldg. 
Indianapolis, Indiana 

















Telephone Director y 


ADVERTISING 


Write or telephone for proposition 


LM.BERRY & CO. 


Cali lt. DI16 Tele phone Bldg Dayton.O 





Preston Hunter; secretary, E. C. Tinnea; 
treasurer, S. A. McDonald; director, Ho- 
mer Reed. 

Corypon, Inp.—Officers and directors ot 
the Eureka Telephone Co. elected last June 
for one year will hold their offices until 
January 1, 1936, under a revision of the 
constitution of the company voted on by 
the stockholders at a called meeting re- 
cently. 

The time of the election was changed 
from the first Saturday in June to the first 
Saturday in November of the odd years 
with officers elected assuming their duties 
the following January 1. The terms of all 
officers were extended from one to two 
years. The next election will take place 
the first Saturday in November, 1935. 
Sixty-five of the 70 stockholders present 
at the meeting voted for the changes. 

Present officers of the company are Ed. 
F. Windell, president ; Cecil W. Miles, vice- 
president; Mrs. Kate I. Stevens, secre- 
tary; Mrs. Nelle Bussabarger, treasurer ; 
Noble Reed, Herman Lillpop, Straud Fow- 
ler, Henry Lang and Lon Stiles, directors. 

Fr. Atkinson, Iowa.—Officers and di- 
rectors of the Farmers Mutual Telephone 
Co. are: President, Will Tekippe; secre- 
tary, Rob Schupanitz, of Festina; directors, 
Ignatz Hageman, Frank J. Koch, Carl 
Stammerer, William Mihm, Edw. Sbiral 
and F. J. Moudry. 

PLAINFIELD, lowA.—The officers elected 
at the annual meeting of the Butler-Bremer 
Mutual Telephone Co. are: S. B. Whit- 
ney, president; Wm. Waltemate, vice-presi- 
dent; J. K. Lynes, secretary, and the Farm- 
ers State Bank as treasurer to succeed 
Theo. Pockels. The finance committee is 
composed of F. A. Chester, R. I. Shadbolt, 
and Eldon Wedeking. Henry Thompson 
is the company’s manager. 

The company held open house recently. 
The switchboard room and office have been 
completely remodeled and redecorated and 
a new modern toll booth has been installed. 

ReapiyNn, Iowa.—The new officers of the 
Readlyn Telephone Co. are: President, 
H. H. Meyer; vice-president, Rudolph 
Ludwig; secretary and treasurer, Aug. F. 
Meyerhoff; directors, Albert Oltrogge, 
John Meier, John Hesse, Henry Lobeck 
and Herman Kuhlman. 


Miscellaneous. 

San Francisco, Catir.— The Pacific 
Telephone & Telegraph Co. reports a net 
gain of 16,702 telephones installed in the 
four months ended with November, reduc- 
ing the net loss for the first 11 months to 
59,261. 

New Haven, Conn.—The Southern New 
England Telephone Co.’s net station loss 
for 1933 is estimated by President Knight 
at, 9,000 telephones, but prospects point to 
7,000 being regained this year. The 1934 
budget for new construction totals $3,700,- 
000 or $350,000 more than was spent on 
plant additions in the year just passed. 

Rock Rapips, Iowa.—H. L. Woodward, 
Sioux City, has succeeded E. A. Brown as 
local manager of the Northwestern Bell 
Telephone Co. Mr. Brown was transferred 
to a similar position at Estherville. 

SoutH Encitsu, lowa.— The switch- 
board committee of the South English 
Mutual Telephone Co. has fixed switch fees 
for 1934 at $3.80, a reduction of 40 cents 
a year. 
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CHANUTE, Kans.—F. X Moore, district 
manager of the Southwestern Bell Tele- 
phone Co., reports an increase during No- 
vember in the number of telephone sub- 
scribers here. Ten telephones were gained 
in the month, making the first increase for 
any similar period in the last 46 months, 
Mr. Moore said. 

Hotstncton, Kans.—W. A. Gillman, 
manager of the United Telephone Co.’s 
exchange here has been made district man- 
ager to succeed H. N. Williams, of Ells- 
worth, who will be retired. 

SPRINGHILL, La. — John A. Stratton, 
owner of the Springhill Telephone Co., 
reports that since taking over the prop- 
erty about a year and a half ago, he has 
had a gain of nearly 20 per cent in sta- 
tions. 

BattimorE, Mp.—The Chesapeake & Po- 
tomac Telephone Co. reports a gain of five 
telephone stations in Maryland during No- 
vember. This gain contrasts with a loss 
of 728 stations in November, 1932. 

Hume, Mo.—Roy Schwalm, of El Dora- 
do Springs, who recently purchased the 
telephone system here, has also bought the 
exchange located at Metz. Both exchanges 
were formerly owned by the Citizens Pub- 
lic Service Co. of Missouri. 

St. Louis, Mo.—Earl H. Painter, who 
as general attorney for the Southwestern 
Bell Telephone Co. has been head of the 
legal department of that company since 
the retirement last January of Joseph W. 
Jamison, general counsel, has been ap- 
pointed general counsel, according to an 
announcement by A. B. Elias, president. 

He has been in the legal department of 
the telephone company since 1912, with the 
exception of two years spent in the signal 
corps of the army during the war, in 
which he was a captain. He has been gen- 
eral attorney for almost seven years. 

Mr. Painter was a widely-known foot- 
ball star at St. Louis University from 
which he was graduated in 1912 and of 
whose athletic board he now is chairman. 

Beaver, OuIo.—Mr. and Mrs. Henry 
Brust, who have operated the Beaver Tele- 
phone exchange since 1904, have resigned, 
effective November 16. It is believed this 
is the longest term that any couple has 
operated the same exchange. They were 
originally employed by the Home Tele- 
phone Co. Later the exchange was taken 
over by the Ohio Standard Telephone Co., 
which now operates it. Mr. and Mrs. 
Brust will move to Jackson, Ohio. 

MANSFIELD, On1t0.—The Mansfield Tele- 
phone Co. had a gain of 163 subscribers 
for November. Manager Le Roy Witte- 
mire has stated that losses of 412 custom- 
ers during the first six months of this year 
have been recouped in the past three or 
four months. 

Practically all subscribers who had left 
the service during the first six months re- 
signed as the result of employes’ efforts in 
a campaign to regain and surpass the 
former number of users. 

Cameron, W. Va—The United Farm- 
ers Telephone Co. has purchased the Cam- 
eron Telephone Co. here, eliminating com- 
petition in the furnishing of telephone serv- 
ice to subscribers in Cameron and vicinity. 
The company has over 700 subscribers. 

Geo. Todd is president of the new com- 
pany and Mrs. Myrtle Garup, secretary. 
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ADDING MACHINES 


Burroughs Adding Machine Company, 
Second’ Bivd Detroit, Mich.—Adding, 
Bookkeeping, “Salcuiating, Billing and Ac- 
counting Machines. Burroughs machines 
are in use today in hundreds of progressive 
telephone companies throughout the coun- 
try. 


BATTERIES—DRY CELLS 


Bond Electric Sorparation, 257 Cornelison 
Ave., Jersey City J.—Victor telephone 
dry cells, Bond “Aashlight batteries, Bond 
Flozon, the rustless anti-freeze, ideal for 
your trucks and service cars au ring the 
winter months. Special flashlights for line- 
men. 


French Battery Company, Madison, Wis. 
—Ray-O-Vac telephone batteries — longer 
life and better service proven by tests in 
accordance with S. Government stand- 
ards and records of users. Ray-O-Vac 
flashlights and industrial flashlight bat- 
teries are other items showing Ray-—O-Vac’s 
outstanding quality. 


National Carbon Company, 
New York.—‘“Columbia’’ Telephone Dry 
Batteries; “Eveready” Flashlights, Flash- 
light Batteries and Long Life Dry Cells, 
“National Pyramid’’ brushes, carbon, graph- 
ite and metal graphite for motors, gener- 
ators and rotary converters. “Eveready” 
Prestone anti-freeze; ‘“‘Eveready’” Rustone 
rust preventive; and “Eveready” Air Cell 
telephone operators’ transmitter batteries. 


30 E. 42nd St., 


BATTERIES—STORAGE 


The Electric Storage Battery company 
Allegheny Ave. and 19th St., Philadelphia, 
Pa.—BPxide Storage Batteries. (Branches: 
Boston, New York, Rochester, Philadelphia, 
Pittsburgh, Washington, Atlanta, Cincin- 
nati, Cleveland, Detroit, Chicago, nsas 
City, Minneapolis, St. Louis, Denver, San 
Francisco and Seattle. 


BATTERY CHARGING 
EQUIPMENT 


General Electric Company, ais tet 
Conn.—Tungar battery chargers. 
line hardware. Cable filling compound. 


CABLE—LEAD ENCASED 


British Insulated Cables, Ltd., 
House, Embankment, W. C. 2, Factory: 
Prescot, Lancashire, England.—Telephone 
cable of all sizes and capacities. 


Eugene F. Phillips Electrical Works, Ltd., 
Montreal, Can.—For any type of wire or 
cable used in telephone, telegraph or power 
work get in touch with “Phillips.” Manu- 
facturers of bare and insulated cop 
wires, rubber ee wires, enameled 
wire, magnet wire, telephone cables, power 
cables, switchboard cables, flexible cords, 
copper rods, etc. 


Surrey 


CABLE RINGS 


National Telephone Supply iecineun 5100 
Superior Ave., Cleveland, hio.— National 
Cable Rings, National Splicing Sleeves, 
Non-Breakablie Messenger Cable Hangers, 


Buyer’s Weekly Guide 


A list of Firms and companies 


offering equipment, supplies or services 


for operating telephone companies 


Marlin and Swisher Cable Hangers and 
Custom Galvanizers. National cable rings 
are practical because they are two-way,— 
they allow the cable to be pulled in either 
direction. National sleeves make secure 
the weakest points in the line. If it’s a 
splice—make it a National. 


CABLE TERMINALS 


Cook Electric Company, 2700 Southport 
Ave., Chicago, tll.—Protective Pole Cable 
Terminals, Unprotected Pole Cable Termi- 
nals, central office protection, lightning ar- 
resters, sleeves, fuses. 


Reliable Electric Company, 3145 Carroll 
ve., Chicago, !Il._—A complete line of tele—- 
phone and switchboard protectors and spe- 


cialties. All sizes of cable grips. 
CONDUIT 
Brazil Hollow Brick & Tile Company, 


Brazil, Iind.—Makers of Brazil Vitrified Tile. 
Conduit. 


CORDS, CABLE AND WIRE 


Lenz Electric Manufacturing Co., 1751 N. 
Western Ave., Chicago—Established 1904— 
telephone and switchboard cords for all 
makes of equipment, braided and lead- 
covered telephone cable, flame-proof jumper 
— interior telephone wire, switchboard 
wire. 


CORDS AND WIRE 


Runzel Cord & Wire Co., 4727-31 Montrose 
Ave., Chicago—Telephone and Switchboard 
Cords, Flame-proof Jumper Wire, Switch- 
board Wire, Interior Telephone Wire. a 
L. Runzel, President, has developed over 40 
years to the making of fine telephone cords. 


POLES 


Boom Lake Cedar Co., Rhinelander, 
Wis.—Northern White and Western Red 
Cedar Poles. Plain or butt treated. 


Carney & Co., 100 N. 7th St., Min- 
nin Minn.—Western red cedar poles. 
Pentrex Butt Treated or Plain. 


Michigan Pole & Tie Company, Newberr 
and Grand Rapids, Mich. — “Poles wi 
Character.” Northern White and Western 
Red Cedar. Strategically located yards, 
Minneapolis, Minn., and Reed City (Lower 
Michigan), insure quick deliveries. 


H. Sigalet & Company, Ltd., Lumby, B. 
C., Canada — Western Red Gedar Poles. 
Plain or Butt treated. 


Valentine Clark Corporation, 2516 Doswell 
Ave., St. Paul, Minn.—Finished Cedar Poles, 
Plain or Butt Treated. 
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RESISTORS 


International Resistance Cempany, 2000 
Chestnut St., Philadelphia, Pa.—Manufac- 
turing a complete line of Power Wire 
Wound Resistors, Precision Wire Wound 
Resistors, and % watt, 1 watt and 2 watt 
metalized resistors in all resistance values. 
A complete catalog covering the entire line 
is available writing for form F-8. 


SUPPLIES, SWITCHBOARDS 
AND INSTRUMENTS 


American Electric Company, 1033 W. 
Van Buren St., Chicago, 1l1.—Telephone ap- 
paratus of all kinds; a complete line of 
construction supplies; ‘“‘Monotype” Switch- 
—_ and ‘“‘Monophone” Telephone Instru- 
ments. 


Automatic Electric Company, 1033 W. 
Van Buren St., Chicago, I1!.— iblic Auto- 
matic Dial Systems, Private Automatic 
Dial Systems, Telephones, relays, signal- 
ling and control equipment. 


Actomete Sane Company, Ltd., Mil- 
ton Road, ~~ Lane, Liverpool, England. 
—Automatic elephone Equipment. 


Automatic Electric Sales Company, Ltd., 
1027 W. Van Buren St., Chicago, ill.—Pub- 
lic Automatic Dial Systems, vate Auto- 


matic Dial Systems. 
Equipment, telephones, 
wire, cable, poles, etc. 


Manual Telephone 
storage batteries, 


my | Switchboard & Supply Company, 
Adams Aberdeen Sts., Chicago, !!l.—En- 
gineers and designers, manufacturers and 
suppliers of complete equipment for tele- 
phone exchanges and communication a 
tems. Manufacturers of ‘“Master—built” 
Common Battery, neto and PBX 
Switchboards, ‘‘Masterphone” Telephone 
Instruments, and a complete line of tele— 
hone supplies, including bronze drop and 
nterior wire. 


North Electric Manufacturing Company, 
Galion, Ohio—Machine switching telephone 
systems. Automanual and Automatic. “AH- 
Relay” Switching Apparatus (Dialless and 
Dial Control). nattended Satellite Sys- 
tems. 


Siemens Brothers & Company, Ltd., 
Woolwich, England—Automatic and Man- 
ual Telephone Equipment. 


Stromberg—Carison Telephone Manufac- 
turing Company, 100 Carison Road, Roches— 
ter, N. Y.— elephone apparatus of all 
kinds, switchboard cords, cable and general 
telephone supplies. 


TREE TRIMMING EQUIPMENT 


Safety Tool Goyal "Sitety. 1 Chicago S&t., 
Omaha, Neb.—Royal Line of tree 
trimmin and line ng equipment, 
saws, clippers, conk “pliers, etc. 
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OPPORTUNITIES! 


Rates 10 cents per word, payable in advance. 


TELEPHONY 


Vol. 106. No. 1. 





Minimum charge $2.00 for 20 words or less. 











Re-Manufacturing 
Service 


Converts your used and de- 
fective equipment back to 
the same condition it was 
when brand new. Instead of 
junking it ship it to Suttle 
for re-manufacturing. Costs 
less than half of new. Same 
guarantee as new equipment. 
See our catalogs No. 27 or 28. 
Either sent free on request. 


It will pay you to investigate! 


SUTTLE 


EQUIPMENT COMPANY 


Lawrenceville, Illinois 





FOR SALE 

FOR SALE—400 line Main Frame less 
protectors, $80.00. Cook No. 10 ee en 
20 per @ $8.00 per strip. Cable Term 
Western Electric No. 14 with stubs, rebuilt 
like new. 11 pair at $4.25, 16 pair at $4.75. 
Less stub at $2.75. A large quantity of 16 
pair as is at $1.25. 

THE TELEPHONE REPAIR SHOP 

1760 Lunt Ave., Chicago 

















POSITIONS WANTED 





POSITION WANTED — Telephone 
lineman and troubleman, 5 years’ expe- 
rience with magneto and C, B., 3 years 
as local manager—wife experienced op- 
erator—needs work—will go anywhere; 
will consider maintenance or operating 
or both. Best references. Address 
8309, care of TELEPHONY. 





POSITION WANTED —As general 
manager. Twenty years’ experience— 
Bell, Independent. Have new plan of 
operations—will restore much of your 
lost earning power. Address 8315, care 
of TELEPHONY. 








RECONSTRUCTED EQUIPMENT 
Western Elec. No. 50F Latest type 3- 
bar Bdg. Generator with Crank and 
mounting SGTreWS © cccccccccccccoces $ 1.90 
Western Elec. D No. 46413-F. C. Listen- 
ing and ringing keys with Battery 
CURE. TH GB cvecvcceevccseccacges 1.50 
Western Elec. No. 20 desk set with No. 
240 external post connection 3-bar 
1000-1600 or 2500 ohm ringer signal 


i Bee er oto Ter ere eT ee Cee 7.75 
Kellogg No. 118 desk set with Monarch 

Trans. and W. E. Rec. and W. E. No. 

240 3-bar 1000-1600 or 2500 ohm ex- 

ternal post connection signal set, 

$7.50—4-bar $8.25—5-bar @ ......... 9.00 
Kellogg No. 6 10-line cordless P. B. X. 

board with 7 local lamp line and 2 

trunks equipped complete with desk 

Oe, CS BS ci wk cces cdebicnsecses 85.00 
Kellogg No. 28% M., F. Cond. @....... .30 
Kellogg No. 97 C. B. Desk set with No. 

75 Straight line steel Bell box @... 7.00 
Western Elec. No. 143 Receiver with re- 

polished shell and New Cord @...... 1.00 


Write for Complete Bulletin. 


REBUILT ELECTRIC EQUIPMENT CO. 
Not Ine, 


1940 W. 2ist Str., Pilsen Station 


Chicago, Ill. 





The advertisers on this 
page will render you 
prompt, efficient service 














WANTED—Telephone job by man of 
20 years’ experience, repairing cable, 
switchboard and general maintenance. 
Will go any place. Address 8316, care 
of TELEPHONY. 








NEW EQUIPMENT 


(stock items) 


Receiver shells and caps 

Mouthpieces 

Telephone cords 

Switchboard cords 

Switchboard plugs (T.F.A.) 

Bakelite stem shells 

Duplex and triplex interior 
wire 

No. 17 Bronze drop wire 

Flameproof jumper wire 


Resin core solder (5-Ib. spools 


only) 
Two-groove telephone knobs 


Lead-covered switchboard 
cable 


Lacing twine 


BUCKEYE TELEPHONE 
AND SUPPLY CO. 


COLUMBUS, OHIO 











POSITIONS WANTED 





POSITION WANTED — Engineer, 
University graduate, seeks position as 
telephone company manager, engineer 
or superintendent of construction. Sev- 
eral years’ experience all branches of 
telephony. Address 8331, care of TELE- 
PHONY 





POSITION WANTED—By compe- 
tent cable-splicer. Small companies, will 
do your cable work, move switchboards, 
close openings, new work, furnish own 
tools. Address Loris E. Sanor, E. 
Rochester, Ohio. 





POSITION WANTED—By former 
3ell and Independent Telephone Com- 
pany employee. Experienced in engi- 
neering department on_ specification 
work, estimates, etc., common battery 





switchboard installation and mainte- 
nance. Twenty years’ experience. Ref- 
erence former employer. A. J. Swap, 
R. R. No. 1, Muncie, Kansas. 
POSITION WANTED—Wire chief, 
testboardman, switchboard installer, 
maintenance. Experience, 13 years 


large operating company—9 years fac- 
tory switchboard engineer. Capable 
supervising, rehabilitation, central of- 
fice equipment. Excellent references. 
Address 8293, care of TELEPHONY. 





TELEPHONE Auditor and Engineer, 
Experienced Commercial Manager spe- 
cializing in Plant Accounting in con- 
nection with Depreciation Order No. 
14,700. Address Thos, F. Sargent, 803 
Ave. C., Sterling, IIl. 





POSITION WANTED — First-class 
cable splicer, experienced in all kinds of 
plant work, wants position. Best refer- 
a Address 8311, care of TELE- 





SITUATION WANTED — Commer- 
cial or traffic manager, fifteen years’ ex- 
perience. Can furnish the best of ref- 
erences as to my ability, etc. Address 
8323, care of TELEPHONY. 








TO OBTAIN the Right 
Man for your require- 


ments, an “Opportunity’s” 
advertisement will place 
him in touch with you. 
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EXTRA SERVICE HOURS 
MEAN 


Greater Economy 


The many extra hours of service you get from Ray-O-Vac Tele- 
phone Batteries mean greater economy—an actual saving of 
money. Because they do last much longer—in most cases as long 
as 24 months—Ray-O-Vac Batteries cost less per service hour. 
Here is true economy, as records of users—and tests conducted 
in accordance with U. S. Government standards—will clearly 
show. The new Fibrax seal, an exclusive Ray-O-Vac feature, not 
only prevents power leakage, but practically eliminates breakage 
and chipping in shipping. In every way you will find Ray-O-Vac 
more economical and efficient. 


RAY-O-VAC 


FRENCH BATTERY COMPANY 
Factory and General Sales Offices: Madison, Wisconsin 


Manufacturers also of Ray-O-Vac Rotomatic and Standard Flashlights 
and Ray-O-Vac Flashlight Batteries 














TELEPHONE THEORY 
and PRACTICE 


Complete ... Up-To-Date 


By KEMPSTER B. MILLER 


Published in 3 volumes. Each volume sold sep- 
arately. Here is a complete and accurate set of books 
for the telephone man written by an authority on 
telephone practice and theory; a man connected with 
practical Telephony for 35 years. 


TELEPHONE THEORY AND PRACTICE 


Vol. 1—Theory and Elements 


Gives a simple foundation of elementary theory on which 
to base the extended discussion of practical phases of the 
industry in the other volumes. Covers such subjects as the 
science of sound, multi-frequency alternating currents, ther- 
mionic emmission, etc., and includes a practical treatment 
of the elemental parts of telephone apparatus, such as coils, 
contacts, condensers, etc. 492 pages, 6 x 9. 272 illustra- 
tions, $5.00, 


Vol. 2—Manual Switching and Substation Equipment 


Describes the construction and operation of subscribers’ 
station and central station equipment used in manually-op- 
erated exchanges. The treatment is simple, practical and 
well-illustrated, covering the various types of instruments 
and switchboards in their entirety and also their component 
parts. Gives attention to special phases of central-office 
practice, such as theory and practical cetails of current 
supply to all lines from a common source, etc. 439 pages, 
6 x 9, 327 illustrations, $5.00. 


Vol. 3—Automatic Switching and Auxiliary Equipment 


Gives a simple and thorough treatment of automatic 
switching beginning with a discussion of substation dials and 
exchange numbering plans and extending to a detailed de- 
scription of equipment and circuits for step-by-step, panel, 
rotary and all-relay systems. It also covers some auxiliary 
equipment common to both manually and automatically op- 
erated exchanges. 494 pages, 6 x 9, 287 illustrations, $5.00. 


TELEPHONY PUBLISHING CORPORATION 
Telephone Wabash 8604 608 S. Dearborn St., Chicago 




















PUTTING FIRST THINGS FIRST 


OF COURSE 


THE JOB OF THE TELEPHONE{INDUSTRY 


IS SETTING UP TELEPHONE TALKS 
IN ITS COMMUNITIES EVERYWHERE 
QUICKLY, CLEARLY, CHEAPLY 


REDISTRIBUTING THE COMMUNITY’S WEALTH 


AMONGST DIFFERENT CLASSES OF CITIZENS 
WOULD SEEM TO BE AN ALIEN PURPOSE 
ALREADY WELL CARRIED OUT 
BY THE CLEVER MINDS AND STRONG ARMS 
OF SEVERAL EXISTING INSTITUTIONS— 
NOT WITHOUT REPERCUSSIONS 


AUTOMATIC EXCHANGES 


PERFORM THE INDUSTRY'S JOB 
BUT SIDE-STEP THE REDISTRIBUTION PROBLEM 
THE STRONG-ARM METHODS 
AND THE REPERCUSSIONS 


AS WE GO FORWARD IN MANAGED INDUSTRY 


THE HUMAN RELATIONS WILL BE MORE CONTENTIOUS 
TO BE SETTLED BY REGULATIONS 
ADMINISTRATORS, COURTS, COMMISSIONS 
AND SOCKS ON THE JAW 


THE MECHANICAL GEAR 


WILL BE SETTLED BY QUIET GENTLEMEN 
WITH SLIDE RULES 


THE NORTH ELECTRIC MANUFACTURING CO. 
GALION, OHIO 























Published 
Every Week 


Neon Arresters 
INSURE 
UNINTERRUPTED 
- SERVICE 
Saves Burn-Quts 
eutecciamneatie 


with Carbon 
Mica Blocks. 


Write for Details 


L. $. BRACH 
MFG. CORP. 


ACTUAL SIZE Newark, N. J. 


TELEPHONE 
DIRECTORY 
PRINTING 


Accuracy, Service, Price 


THE CUNEO PRESS 


INC. 
(iS BC Gr. tele) 
Plants als o Locat ed 
YORK, PHILADELP! 


Frank F. Fowle 
& Co. 


Electrical and 
Mechanical 


ENGINEERS 


221 North La Salle St., 
CHICAGO 


ACCOUNTING 


HERDRICH AND 
BOGGS 


Certified Public Accountants 
Specializing in Telephone Ac- 
counting and Rate Cases 
Since 1918 


901-7 Continental Bank 
Building 
Indianapolis, Indiana 
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Northern White Cedar Poles 


our Poles With Character 


MICHIGAN POLE & TIE CO. 


NORTHERN AND WESTERN POLES 
Newberry, Mich. Grand Rapids, Mich. 


REED CITY, MICHIGAN 
YARDS { MINNESOTA TRANSFER, MINN. 


In This Issue 


The Mere Threat of Monop- 
oly Agitates Washington. . . page 

The Classified Telephone 
Directory 

What Operators 
Know 

Loans by the R. F. C. to In- 
dependents 

Power Line Leases gui 
phone Service 

Rates and a High Standard a 
Service 

Here and There in Tele- 
phone Work 

Outside Plant 
Things Over 

Personal Notes from 
Field 
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Doing 

With the Manufacturers and 
Jobbers 

TELEPHONY’S Engineering 
Data 

Condensed Telephone News. page 32 


Nall, 
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Subscription 
$3.00 Per Year 


PERFECTED 


Telephone, Telegraph 
WIRE AND STRAND 


Produced in the 
Standard Reliable Brands 
“Extra BB,’ “BB” and “Steel” 


AMERICAN STEEL & WIRE COMPANY 
> agg > ray States Steel Corporation 


gs ™ CHICAGO, co. Us 
CONSULTING 


Telephone 
Engineer 


GARRISON BABCOCK 


20 E. Jackson Blvd. 
Chicago, IIl. 
1104 Third Avenue, 
Seattle, Washington 


Largest Independent 
1 MANUFACTURER 


TELEPHONE 
101016 Wis f) 


CHpRcHit 


CABINE 


BERRY 
Improved 
Rosin Core 
SOLDER 


(Mfg. under Pat. 1,929,895) 


An improved solder which assures 
neat and firm bond between the 
metals to be joined. For telephone 
switchboard, main frame, line wire 
and cable- -splicing work. 


Telephone companies are urged to 
try this improved solder. 


BERRY SOLDER CO., INC. 
19 Rector St. New York, N. Y. 

















Lower Your Maintenance 


COSTS 


Drain All Your Open Wire 
Leads with Our New and 
Highly Efficient No. 222 
TEN POINT PROTECTORS 


lectric Company 
3145 Carroll Ave. CHICAGO, ILL. 











TELEPHONE THEORY 
and PRACTICE 


Complete ... Up-To-Date 


By KEMPSTER B. MILLER 


Published in 3 volumes. Each volume sold sep- 
arately. Here is a complete and accurate set of books 
for the telephone man written by an authority on 
telephone practice and theory; a man connected with 
practical Telephony for 35 years. 


TELEPHONE THEORY AND PRACTICE 
Vol. 1—Theory and Elements 


Gives a simple foundation of elementary theory on which 
to base the extended discussion of practical phases of the 
industry in the other volumes. Covers such subjects as the 
science of sound, multi-frequency alternating currents, ther- 
mionic emmission, etc., and includes a practical treatment 
of the elemental parts of telephone apparatus, such as coils, 
contacts, condensers, etc. 492 pages, 6 x 9. 272 illustra- 
tions, $5.00, 


Vol. 2—Manual Switching and Substation Equipment 


Describes the construction and operation of subscribers’ 
station and central station equipment used in manually-op- 
erated exchanges. The treatment is simple, practical and 
well-illustrated, covering the various types of instruments 
and switchboards in their entirety and also their component 
parts. Gives attention to special phases of central-office 
Practice, such as theory and practical details of current 
supply to all lines from a common source, etc. 
6 x 9, 327 illustrations, $5.00. 


Vol. 3—Automatic Switching and Auxiliary Equipment 


Gives a simple and thorough treatment of automatic 
switching beginning with a discussion of substation dials and 
exchange numbering plans and extending to a detailed de- 
scription of equipment and circuits for step-by-step, panel, 
rotary and all-relay systems. It also covers some auxiliary 
equipment common to both manually and automatically op- 
erated exchanges. 494 pages, 6 x 9, 287 illustrations, $5.00. 


439 pages, 


TELEPHONY PUBLISHING CORPORATION 
Telephone Wabash 8604 608 S. Dearborn St., Chicago 














First in Canada 
Since 1889 


Phillips Works was the first copper wire and 
insulating plant in Canada and Phillips products 
have helped to build many of the foremost 
power and communication projects of the Do- 
minion. 


Today, the Phillips name is still first in Can- 
ada—not merely by virtue of its historical 
priority but more because of the pre-eminence 
of its products and its service. 


Telephone administrations everywhere are 
extended a cordial invitation to become ac- 
quainted with Phillips facilities and Phillips 
standards. 


Detailed estimates on wire and cable re- 
quirements—large or small—will be submitted 
promptly. 


PHILLIPS PRODUCTS INCLUDE:— 


Bare and Insulated Copper Wires—Rubber 
Insulated Wires—Enameled Wire—Magnet 
Wire—Power Cables—Switchboard Cables— 
Paper Insulated Cables—Flexible Cords— 
Electrolytic Copper Rods, Shapes, etc. 





EUGENE F. PHILLIPS 
ELECTRICAL WORKS, LTD. 


ESTABLISHED !1889 


MONTREAL, CANADA 


FACTORIES — MONTREAL 
AND BROCKVILLE 
BRANCHES—WINNIPEG, TORONTO. 
REGINA AND VANCOUVER 
Distributors for British Columbia: Canadian 
Teleph & Supplies Limited, Vancouver 





TELEPHONE NUMBER: 
CRESCENT 414! 
CABLE ADDRESS: 
PHILELEC. MONTREAL 














TELEPHONY, January 13, 1934. Volume 106, No. 2. 
RATION, 608 So. Dearborn St., Chicago, Il. 


Published every week on Saturday by TELEPHONY PUBLISHING CORPO- 
Telephone Wabash 8604. 
September 4, 1908, at the Post Office at Chicago, Ill., under the act of March 3, 1879. 


Subscription, $3.00 per year. Entered as second class matter 
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WILL HELP YOU 
CUT EXPENSES 
AND 
SAVE PROFITS 
















id 
ts 
st Costy telephone maintenance is that evil which steals 
your profit. It has no rightful place in any organization. A 
- telephone that requires frequent attention does double dam- 
age. It not only eats into your profit, but leads the way to 
a dissatified subscriber and a "disconnect" order. 
7 The "Saver" is that quality in the Masterphone which pro- 
al ' tects your revenue because of its simple design and rugged 
se construction. Telephones are not supposed to be dropped 
or injured in other ways, but since this does happen, construc- 
tion counts. The 710 Masterphone handpiece and base are 
made of molded bakelite, designed to resist the common 
re accidents. The Masterphone has no enamel or metal parts 
~~ oo to chip, mar or dent, and no hole through the handle. 
DS The Masterphone is the easiest handset to take apart. Only 
a screw driver is required to remove the four base-plate 
' screws and the two screws which hold the entire switch 
i assembly in position. There are no cord connections to the 
transmitter or receiver. It takes 
d : but a moment to remove or 
' replace them! 
; 
' Let the Masterphone show you the way to satisfied subscribers and 
: low maintenance cost. 
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Wen communicating With Kellogg Switchwvourd & Supply Ce., please mention TELE/HUONY. 
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1 


Annular Corrugations of outer dia- 
phragm give maximum flexibility where 


most effective. 


3 Solid One-Piece Metal Frame accu- 
rately machined, holds all parts per- 
manently in correct relative position. 








The electrodes are placed in 
the c arbon cup in such a way 
that they are subject to the 
uniformly high gravity pres- 
sure of carbon granules, at all 
positions of the cup, neces- 
sary for quiet operation. The 
inner diaphragm forms an un- 
usually flexible, non-hygro- 
copic seal which insures quiet- 
ness by compensating for a 
wide variation of temperature 
changes. 








The use of a specially formed, 
thin guage, light weight outer 
diaphragm, and an unusually 
light weight and flexible inner 
diaphragm in a coordinated 
design with many other new 
features, increases transmis- 
sion efficiency so that the area 
served by a central energy 
exchange is enlarged by more 
than 40% 


Strombersg-Carl . 


Conical Center of Outer Diaphragm 
gives necessary stiffness to unusually 
light weight — low inertia —construction. 





.... and one of the best ways of giving the service 
that both stimulates the use of the telephone and 
makes it easier to get new subscribers is with Strom- 
berg-Carlson Hand Sets equipped with the new Type 
X Transmitter. 


The new Stromberg-Carlson Type X Transmitter im- 
proves articulation to such an extent that the most 
critical subscriber is entirely satisfied. This improve- 
ment in articulation has been brought about by the 
diaphragm used in this new transmitter. The material 
is extremely thin... . less than 14 as thick as that 
previously considered standard. It is light weight and 
of very low inertia. 


Other reasons why this new transmitter is gaining 
rapid recognition are—its silent operation—its vastly 
increased area of operation—and its freedom from 
the effects of orientation. 


Order your test sample today! 


Stromberg-Carlson Telephone Mfg. Co. 


Factory and General Offices : 


100 CARLSON ROAD, ROCHESTER, N. Y., U.S. A. 


Branch Offices : 
CHICAGO, KANSAS CITY, SAN FRANCISCO, LOS ANGELES, SEATTLE, 
TORONTO, ATLANTA 












4. Electrodes located so as to give uni- 
formly high gravity pressure of carbon 
on electrodes at all positions of cup. 


5 Inner (auxiliary) Diaphragm of ex- 
tremely flexible, light weight, non- 
hygroscopic material. 








The shape and size of the car- 
bon chamber and the location 
of the electrodes are such that 
regardless of the position of 
the transmitter there is un- 
usually little change in re- 
sistance—far from enough to 
cause false operation of 
supervisory signals or to in- 
troduce noise. 





The conical shape of the dia- 
phragm causes its center to 
move as a rigid unit with a 
piston motion. Annular cor- 
rugations near the outer edge 
give the maximum flexibility 
so that greater movement is 
gained with the same effort. 
These features with numerous 
other features give improved 
articulation. 





MAKERS OF VOICE TRANSMISSION AND VOICE RECEPTION APPARATUS FOR MORE THAN THIRTY-FIVE YEARS 


bo 














When communicating with Stromberg-Carlson Telephone Mfg. Co., 


please mention TELEPHONY. 
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